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An Invitation to Merchants and Salesmen 


The “‘Boot and Shoe Recorder’ is always in the market for new methods and ideas in shoe merchandising. 
Have you something to submit either out of your own experience or from your studies for the development of 
your own business? Have you any ideas or plans that look good on paper and which you would like to see tested 
out? 

What is your idea of the evils in shoe merchandising today, and what would you suggest as points for im- 
provement? Have you any special problem on which you would like either the editor’s or some other merchant’s 
ideas? In what way can your business be helped? : 

The “Recorder’’ not only co-operates with merchants at all times, but will shortly establish a department 
where merchants can co-operate with each other in the points we have named. 

Send your hardest problem, or your best opinion, or some happy solution to a problem to the Editor. 








In France today the people 
almost worship the now world- 
renowned “SEVE NT Y-FIVES.” 
They know that just two things 
saved their country when war fell 
upon them: their patriotic devo- 
tion and their “SEVE NTY- 
FIVES.” 


In numberless ways the United 
States has felt the influence of that 
great war. Certain industries 
in this country have been af- 
fected enormously. Owing to 
the tremendous demand for leather 
by the warring nations, the leather 
market has almost been forced into a panic. Prices have soared to unheard of levels, 
and in certain cases it is impossible to secure leather to cover one’s needs. 

The result of all this would have been disastrous to the thousands of shoe merchants 
throughout this country had it not been for the SHOE W HOLESALERS. Like the French 
“SEVE NT Y-FIVES” they saved the day. It was their stocks on hand, their enormous 
buying power that made it possible for the shoe merchant to continue in business. They 
served as a great reservoir from which the merchant drew his sorely needed supply. With- 
out them the country would have suffered the greatest shoe drought known to history. 

During the year to come the WHOLESALERS’ importance will rise to heights never 
even reached before, for the most serious situation in the leather market is yet to be faced. 
In addition to that the year to come is to be a year of novelties, many merchants must 
depend upon W HOLESALERS to supply them with those novelties as they need them. 
They cannot successfully or safely purchase them in advance. 


Cedwinf Nobous; 
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There Is No Top to Prices 


HE development of the leather situa- 
tion for the past three weeks has been 
so startling as to cause general ap- 
prehension as to the trend of supply 
of materials and of prices. A com- 
mercial paper reported several phe- 
nomenal sales of leather among which 

was a single order for 750,000 sides of sole leather for 

export to Russia. The facts as to “single order’ area 
trifle far-fetched for no one house could fill it or quote 
prices upon it. The real facts are that the total buy- 
ing over several weeks for export to Russia equal that 

huge amount—the equivalent of the hides of 375,000 

full grown animals. 

Another rumor ‘‘on the street”’ is to the effect that 
secret orders have been given for $100,000,000 worth 
of leather to be put in storage, as it can be accumulat- 
ed, and held subject to shipping orders the day war is 
over. At any rate, a bull market is evident—consump- 
tion is greater than production and hides are con- 
tracted for on animals not yet born. Can you expect 
other than higher prices for possibly years to come? 





Unity at Cincinnati 


Too much credit cannot be given to A. H. Geuting, 
Secretary of the National Shoe Retailers’ Association 
for his mediatory work which resulted in the selection 

‘of Cincinnati as the Convention City for the next 

meeting of the National where all state associations 
are to be brought into harmonious ‘ organization. 
The reconstruction of the National body will be 
accomplished so that it will be truly representative 
of all sections of the country. 

Not only is the Convention to stand as a com- 
mon meeting ground for merchants from the North, 
South and West, but it will harmonize all the little 
sectional differences and make for a unity of purpose 
and effort. 

Some months ago the “Recorder” characterized 
the movement in the West for the organization of a 
separate, central association (embracing the repre- 
sentation of a number of middle Western States) as 
being the Progressive Movement. The deflection 
of so many members and the duplication of work 
under two major associations seemed so unnecessary 


that leading men in both divisions saw the need of 
coming to a common understanding, so that the work 
might be done under one representative National 
Association. 

Secretary Geuting was the genial diplomat who 
made a circle tour through the West and sounded the 
sentiments of leaders in Association work. After a 
number of conferences he put the matter up to the 
Executive Committee of the National Shoe Retailers’ 
Association. The vote of that body was unanimous 
as to the selection of Cincinnati for the next Conven- 
tion. This fact proves conclusively to the retail shoe 
trade of the United States that there was no dis- 
position on the part of the National Association to be - 
arbitrary, but that it had the best interests of the 
shoe trade at heart. A new constitution is to be 
drafted anda new program under a new administra- 
tion is expected to bring about a new unity so that if 
national legislation should come up the retail shoe 
trade can go on to Washington with a solid front. 
January 8, 9 and 10 promise to be eventful days in 
Cincinnati, and every shoe merchant should make it a 
point to be there. 


More Capital To Do Business 


The position of many shoe merchants today is well 
illustrated in a letter received from a merchant who 
in the past has done a business of $18,000 on a capital 
of $6,000. Within the past year he has been obliged 
to increase this capital by twenty-five per cent to 
maintain the same volume of business. 

The reasons for the increase in capital are apparent: 
the stock on the shelves today cost approximately 
twenty-five per cent more than formerly, and in- 
telligent anticipation of market conditions means 
more capital tied up at any one time than is ordinarily 
the case. 

But the reason for the stationary volume of business 
is less apparent. This store should have proportion- 
ately better prices as well as an increased demand, 
if the general prosperity of the country is any crite- 
rion; and the reason why the store is not reaping the 
benefits of a general prosperity and getting an ade- 
quate return on capital risked in a commodity swayed 

(Continued on page 29) 
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Following the Leather Market 
Keep Posted on Supply and Demand and the Weekly Study of Prices 


NOVEMBER _sushers 
in with our first issue 
of the month con- 
ditions in the shoe, 
hide and leather field 
which may best be 
described as unparal- 
leled in the history 
of the trade. Prices 
on all varieties of 
foreign and domes-_ 
tic hides and skins 
as well as staple lines of sole and upper 
leathers are the highest ever known. For months 
past there has been a steady drain of American 
leathers taken for export by leading leather 
factors and importers of England, Russia, 
France, Holland, Scandinavia and other coun- 


tries. 
All Europe Calling for Leather 


Much of this leather has been bought for the 
production of civilian shoes and leather goods, 
but British, Russian and Italian requirements 
for leathers suitable for army purposes have 
been running into millions, and transatlantic 
liners are leaving our ports daily heavily laden 
with American leathers. Japan has been quietly 
buying also and bids fair to become a still larger 
factor in our markets. American tanners of 
both sole and upper leather, foreseeing the big 
export demand as indicated by requests for offers 
from abroad and the presence of leading leather 
buyers from England, Holland, Russia and 
Scandinavian countries here, advised domestic 
customers to cover their wants in advance of the 
expected avalanche of orders from across the 


water. Shrewd and far-seeing buyers got under 


cover at once. 


Those Who Covered and Those Who 
Didn’t 

Large operators who make a practice of com- 
ing into the market two or three times a year for 
supplies also covered their requirements and 
have reason to feel thankful today. ‘‘Doubting 
Thomases’’ who waited are now glad to get 
stocks even at greatly advanced prices which they 
would not consider a month ago. Leading Amer- 
ican producers of the best tannages of sole leath- 
er report that they are practically cleaned out 
and have nothing more to offer at the moment. 
Tannery receipts are running behind buyers, 
requirements and much leather has been sold 
ahead by many firms who feel under obligations 





No matter what your shoes cost, base your selling 
price at what they would cost you today—consider 
leather prices as the barometer of your prices tothe 4, 

public 


to fill old contracts 
at prices booked be- 
fore taking on new 
business. As far as 
we know there are 
no unfilled war con- 
tracts in the United 
States today for 
army shoes, infantry 
cavalry equip- 
ment, harness orsad- 
dlery. Big orders for 
England, Russia and Italy have come and gone 
and are now forgotten. Higher prices resulted at 
the time and these prices have notonly been main- 
tained but sensational advances followed: There 
is more back of our leather markets today than 
war orders. The purchasing power of the Amer- 
ican public as a result of prosperity in all trades 
is making itself felt in all our markets with the 
result that the shoe manufacturer of today finds 
his order book well filled and many must come in 
to cover their wants at the high tide of market 
prices. We say, high tide, advisedly. Many think 
we have not seen war prices yet, but we do not 
venture to predict future developments. As the 
situation stands today the average leather buyer 
takes what he needs and pays the price. If not 
today, he has found, so far, that he must pay 
more tomorrow. 


A Change of Shoe Buying Policy 


The shoe manufacturers who bought only 
enough to cover early orders are now confronted 
with an unusual problem. Jobbing and retail 
buyers, realizing that prices would advance 
greatly, changed their policy, and from conserv-° 
ative buying, began ordering under the advanc- 
ing markets, until manufacturers almost be- 
fore realizing it found they had such amounts 
of orders on their books, and at such prices that 
they found it necessary to buy mych more leath- 
er. This state of affairs became so general, that 
the demand cleaned out all available supplies, 
and naturally sent prices soaring. They are 
soaring yet. 


This Week’s Market 


Prices of Friday at 9 A.M.—and Going Up as We 
Go to Press 

So much for the review of the past. Now for the 

current week. Starting with sole leather, union backs 

have sold this week at seventy cents, a record breaking 

price. These were light and middle weights, tannery 
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run. Light backs are held now at 72 to 74c. by some 
tanners. In August, 1914, the same stock sold for 
40c., nearly one hundred per cent advance. Both dry 
hide and hemlock slaughter sole are practically cleaned 
out of the market, the leading two producers being 
sold far ahead of tannery receipts with little in sight 
to offer for 30 to 60 days. The situation is without 
precedent and prices difficult to quote. Good damaged 
sides bring from 45 to 48c., poor damaged 43c. and 
rejects 39c. Full asking prices today are several cents 
higher, according to tannage. Scoured oak backs have 
sold at 72c. and some tanners are now holding for 
74c. The higher prices quoted by many have been 
realized for export trade, as foreign buyers have not 
stopped to argue price but take the stock and the 
domestic buyer pays tomorrow what he will not pay 
today. Slaughter hemlock sole has changed hands 
around 55c. for No. 1 heavy and medium weight 
stock which is a new record in the market. Buffalo 
sole came into its own again scoring a five cent advance 
since last report, sales being made of heavy No. 2 
at 43c., following previous sales at 38c. Stocks are 
light and higher prices predicted by producers, 45c. 
being asked today. In regard to offal, all lines of 
hemlock, union and oak bellies, shoulders and heads 
are in better demand with prices changing so rapidly 
that quotations are impracticable. More interest will 
be shown in this stock as the market strengthens. 
Offal seems to be about the only bargain counter now 


open in the leather trade. 


THE GREAT NATIONAL SHOE WEEKLY 25 


until the snow flies again. Patent ‘sides are 
held at 40 to 42c. Patent colt and kid firm at 
high prices and going higher. Glazed kid, the neg- 
lected a few years ago, is today the most sought 
of all upper leathers by the foreign buyer and 
many are in the market every week either per- 
sonally or by mail and cable. The firms in Boston 
who have stock to offer today may be counted on 
one hand. Prices up four cents since last report. In 
calf leathers another advance is pending. Raw calf- 
skin dealers are withholding offers for higher prices 
and expect to get them. October has been the most 
sensational month in the history of the hide, shoe and 
leather trade. With hides and skins much higher all 
around, sole leather advanced -ten cents, glazed’ kid 
and calf five cents, side leathers four cents, buyers 
wonder if the roof is yet reached, but no one knows. 
Leading lines of upper leathers, calf and kid are 
scarce and high. In consequence tanners often 
quote prices which seem prohibitive in hopes 
that the advances asked WILL CHECK TRAD- 
ING LONG ENOUGH FOR THEM TO CATCH 
UP. Much to the surprise of many their offers 
are often accepted especially by foreign buyers 
with whom it is not so much a question of prices 
as getting the leather. No matter what price 
they pay in America they can add on enough 
more to make a profit when offered in their home 
market, such is the scarcity abroad today. 





Upper Leather 

In upper leathers we find 
buyers more interested in 
many kinds today than 
they would not consider a 
few weeks ago. With good 
orders on their books, 
leather is needed and the 
market offers a firm front. 
Side upper leathers which. 
closely resemble calf 
have been growing more 
popular, with prices ad- 
vanced. Chrome splits fin- 
ished to imitate black calf 
are selling well. Calf leath- 
er tanners ask 50 to 60c. 
per foot today in quoting 
to export buyers, 50c. for 
black finishes would prob- 
ably be nearer the market 
for home trade. Side leath- 
ers are held all the way 
from 32 to 40c. White 
sides still sell and are ex- 
pected to go well with 
Spring lines. White shoes 
are seen on our streets 
every day and may hang on 





With Europe making its own footwear the large purchases 
of leather the past weeks are explained 


Refused Today, Bought 
Tomorrow at Higher 
Prices 


The domestic buyer, 
more familiar with sources 
of supply and knowing that 
home producers will take 
care of him whenever pos- 
sible, shops around and 
makes the best trade 
possible, but is learning 
now that what he refuses 
to take today at a certain 
price may be obtainable 
tomorrow only at an ad- 
vance. 


The Hide Market 


In the hide markets for- 
eign hides brought higher 
prices, Bogota dry hides 
selling at 40 cents. Two 
years ago 20 cents would be 
very close to the market 
price at that time. 

Chicago packer hides are 
well sold up and market 








(Continued on page 27) 
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Selling Evening Slippers . 


Remarkable Increase in Demand for Footwear for Social Functions 


OCIAL functions in the next few 
/) months will rival in number and bril- 
liancy any previous season. Prosper- 
ity has much to do with this increase. 
. Fashion also shares the responsibility 
™ for never were gowns more attractive 

and footwear more in keeping with 
beautiful and expensive wearing apparel. The de- 
mand for expensive evening footwear is not limited 
to the big cities or to any one section of the country 
but is general. 

Our fashion expert in New York tells of evening 
slippers at prices $20 and up, with brilliant ornaments 
attached thereto, at prices usually double the cost of 
the slipper itself. The prevailing styles are all on the 
same recede slipper last with snug-fitting properties 
and of light-weight construction. , 

The simplest slippers have proven the best and the 
usual material is cloth of gold or cloth of silver. Some 
very handsome two-tone effects in metallic cloths have 
been designed to harmonize or contrast with the gown 
worn. Some brocade cloths have been noted, the same 
being used in quarterings and foxings with the fore- 
part usually of cloth of silver or cloth of gold. Louis 
heels of course prevail, but with some of the younger 
women the low Louis heel has come into vogue. 

There are many ways of developing the trade in 
high-priced evening slippers. It is well to study the 
society papers, watch the different functions and 
events, and keep in touch with what society is doing. 
The more you know of current women’s styles the 
better you can convince them the slippers you are 
selling are appropriate to their needs. 





Ribbon Slippers from Paris 


The latest development in evening slippers comes 
via Paris and is to the effect that straps are returning 
into vogue. Not so much the Roman sandal pattern, 
but the slipper cut with a high back with ribbons over 
the waist, instep, ankle and leg. A clever conception 
by a Parisian house is in the shape of a silver wing 
attachment to fasten the ends of the ribbons. The idea 
is obtained from Mercury’s slipper and is quite an 
innovation. Dancers make the claim that no slipper 
fits and holds to the foot as well as the one with ribbon 
attachments. 


Holiday Opportunities in Slippers 


With the holiday season fast approaching the 
merchant should consider the possibilities of gift 
purchases of fine slippers. The combination of slippers 
and hosiery is always good and the profits alluring. 
The fast approaching Christmas season with the coun- 
try on a prosperous basis indicates to the shoe mer- 


chant that there is a possibility of profit in the two 
such as he has not experienced heretofore. Already 
stores in the larger cities are beginning to feature 
holiday slippers. 


With Gowns to Match 

In cases where customers bring in samples of their 
gowns and request slippers made from them, the safest 
thing for you to do in that case is to fit the customer 
to a pair from stock. For instance, try on a 4-B or 5-A 
and get a perfect fit on a stock slipper (by the way, al- 
ways use anything rather than colors in a try-on 
process) and after you have found a size that is ab- 
solutely right, use that size in your custom order. 
Don’t try special measures, but use regular sizes when 
you can. Your customer may want her measure 
taken. If she does, take it, but in the process of 
measuring try on a slipper and notice the size and 
style of last and the make. 

The customer may ask the question, “How much 
material will be required to make a slipper for my 
gown?” In every case be sure and ask for a half to 
5-8 of a yard. This will be too much, but if you meet 
with an accident, or an emergency arises, you have 
enough goods to get out another pair without worry- 
ing. This is justifiable, as it is up to all good merchants 
to protect themselves. 

In our School of Retail Shoe Store Salesmanship of 
the issue of November 18, we will tell how to “Correctly 
Fit Evening Slippers.” 


Allen-Foster-Bridgeo Co. 
Incorporates 


A new shoe manufacturing corporation has entered 
the field to enhance the international prestige of Lynn 
shoemaking, taking the title of Allen-Foster-Bridgeo 
Company, with the following officers and directors: 

S. Rosenberg, president; William G. Bridgeo, vice- 
president; Frederick Allen, treasurer and general 
manager; Charles H. Foster, secretary; and Lewis 
Rosenberg, director. 

Mr. Allen, the treasurer and general manager, is 
well known to the shoe trade, having been identified 
with shoemaking interests in this section for .many 
years. He is a man of wide experience, and emirently 
qualified to handle successfully the responsibilities of 
his position. The president of the company, which is 
understood to be strongly financed, is well known as 
the head of a large Boston wholesale shoe house, while 
Messrs. Bridgeo and Foster have long been identified 
with New England shoemaking. The personnel of the 
company is a happy augury of success. 

The sales department is in charge of William G. 
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Bridgeo, assisted by Harry H. Goller, and the company 
begins operations immediately in a finely equipped 
plant. The production, which is running on medium- 
priced McKays, is at the rate of two thousand pairs 
daily, and plans call for a rapid increase in output, 
made necessary by the volume of business at the 
company’s disposal. 


Again---The Lasting Tack 


Merchant Sued for $10,000 by Indignant Cus- 
tomer. 

The news comes from Superior, Wis., under date 
of October 30th that J. S. Kerwin is suing a shoe 
merchant in that city for $10,000. 

One shoe of a pair was tried on in the store. When 
the customer tried the other shoe on at home the 
tack jabbed into the ball of 
the foot causing a serious 
abrasion and infection set 
in. The case has already 
been in the Supreme Court 
on demurrer and has been 
sent back for retrial. 

This question of the last- 
ing tacks has come up in 
the trade during the past 
years with great frequency. 
Some years ago Sig. S. 
Schwemier started an agita- 
tion for more careful inspec- 
tion in shoe factories, and 
not long later several Tack 
Detectors were perfected 
and put upon the market. 
We illustrate one herewith, 
The Thompson-Searchlight 
Tack Detector, to give 
an idea of what some merchants are doing to safe- 
guard against possible injuries to customers. In 
many stores it is a fixed rule for every shoe to be 
examined as it is received. The Receiving Clerk is 
expected to insert a gloved hand in every shoe. The 
re-occurrence of such accidents and the possibility of 
suits therefrom is in itself reason sufficient for a critical 
examination of every pair of shoes that comes into 
the shoe store. 





Tennis Lines Go Higher 


Leather shoes are not alone in advancing cost. 
The cost of materials is affecting tennis prices. The 
net price lists, sent out about the first of September, 
have already been found too low by the manufactur- 
ers, and advances on some lines were made before 
that month had closed. 

But another month had not closed when these 
price lists were withdrawn, and still higher prices 
quoted. These advances have not been heavy, five or 
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ten cents will cover most of them, while here and there 
a fifteen cent increase is noted on the finer high-priced 
sporting shoes. The increase has not averaged 
more than ten per cent which, considering present 
prices of cotton ‘duck, leather for turnings and in- 
soles and rising cost of labor seems fully justified. 


FOLLOWING THE LEATHER MARKET 
(Concluded from page 25) 
firm with tanners reluctant to pay high prices asked 
and packers satisfied to wait, claiming they can sell 
all they have to offer in due course. Heavy native 
steers sold at 30 cents, heavy native cows 28 1-2 cents, 
higher prices now asked. Heavy. Texas steers are held 
at 29 cents, light Texas 28 cents, Colorados 27 to 28 
cents asked, branded cows 27 1-2 to 28 cents asked, 
and native bulls around 23 1-2 cents asked. Rather 
light trading this past week in comparison with the 
excitement and activity of past weeks. 

Prices all through the packer hide list are from 3 to 
6 cents higher than a year ago, according to the class 
of hides, some having advanced three cents, others 
four, five and six cents per pound. 

Briefly, the tremendous export demand on 
account of the war combined with the now ac- 
tive domestic demand together with our war- 
restricted sources of supply of hides and skins 
from all parts of the world has resulted in a sit- 
uation where demand is running so far ahead of 
supply that stock exchange activity now applies 
to our hide and leather markets. In turn, shoe 
manufacturers are advancing prices almost daily 
and many are now taking orders only condition- 
ally on being able to get the leather, prices to be 
based on what they have to pay for the leather 
and materials necessary to make up the goods. 

So the situation stands today. The future is 
almost as uncertain as it was this time a year 
ago, except now, the same as then, all indica- 
tions point to continued high prices and nothing 
in the situation shows the way to lower levels. 
Peace proposals, an armistice of months’ dura- 
tion, or even the actual cessation of hostilities . 
would be more likely to open up the present re- 
stricted neutral markets for leather and in- 
crease our export trade than to result in lower 
prices on account of released raw stock which 
would be a long time in reaching us. 


Vermont Association Meets 


The annual meeting of the Vermont Shoe Retailers’ Asso- 
ciation was called for November Ist at Hotel Barre, Barre, Vt., 
by Secretary Chas. A. Davis, of Burlington, Invitations had 
been extended not only to members, but to every shoe merchant 
in the state, to participate in the gathering. Local organizations 
joined the Barre shoemen in entertaining the delegates. Fol- 
lowing the business session, which was called to order at 2.30 
p.m., the gathering adjourned for the annual dinner at 6 p.m. 
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You are inwted 


tothe opening of Iowa’s 
most fashionable shoe 
store. , 
Tomorrow, Friday, you 
are requested to inspect 
and pass judgment on 
our beatiful new store. 

F lowes will be given to 
all visiting ladies. 
Those who come to in- 
spect will be’ as welcome 
as those who come to buy. 


Cometomorrow and en- 
joy with us our fine newstore. 
Music and dancing from 7:30 p. m. to 10 p. m. 
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How to Advertise a Store Opening 
Making the First Impression Interpret the Store’s Policy and Service 


The advertisements reproduced here may be studied with in- 
terest and profit by anyone planning to open a new shoe store. 
Here is a definite plan, a concrete idea hammered home in five 
successive announcements, an assurance of policy and service 
that the buying public can tie to. The announcements of policy 
numbers 1, 2, 3, and 4 appeared successively in the daily news- 
papers of Des Moines, and after this period of preparation, the 
advertising was clinched with a double-page spread of which the 
reproduction at the right was the central feature. Inset in the 
white square was a half-tone picture of the store front. This 
spread secured the advantage of being next to reading matter 
by falling short of the full page size by one column on the outside 
of each page, and these columns, of course, carried news matter. 
The invitation to the opening was supported on each side with 
strong, well displayed type matter and shoe illustrations descrip- 
tive of the nationally known lines of men’s, women’s and chil- 
dren’s footwear carried in stock. The shoe trade sees only too 
rarely such a well-thought-out, convincing plan for introducing 
a new store, and with the idea firmly fixed in a merchant’s mind 
that “‘ nothing succeetls like success,” there is every incentive to 
plan a pre-opening campaign firmly to fix in the public mind the 
standards of the store. A proper introduction in business is not 


less valuable than social introductions of the right sort, and the 
merchant who introduces his business with dignity and confidence, 
plays an open game with all cards on the table, has gone far to 
overcome the handicap existing in competition with established 
shoe retailing centers. 

The point that the Seymour plan emphasizes is this: Public 
confidence and good will is the basis of success; the preliminary 
advertising campaign aims to secure these great assets; and once 
secured the business need fear no handicap; it only remains to 
deliver the goods and carry out the assurances of service, and 
business will not be lacking. That this is the belief of Seymour’s 
is apparent in that they are approaching the Des Moines public 


‘not on price but on a quality basis, for there are few better known 


names in shoemaking than those represented in the stock. 

The city of Des Moines is not lacking in good shoe stores, and 
its people evidently do not lack in purchasing power, but the 
advent of H. H. Seymour’s new enterprise, if the preliminary 
campaign be an index, will add a new zest to local shoe merchan- 
dising and further develop the enterprise and initiative amongst 
competing stores that will result, not in dividing the existing 
market with just one more store, but in grading up and enlarging 
the market for the benefit of all. 
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Walking 


Made 
Popular 


Boston starts a series 
of community hikes, 
seven in number, un- 
der the auspices of the 
Boston Public Walks 
Association 





Here is a chance for shoe merchants to not only 
sell more pairs of-shoes, but to give some good sane 
advice on fitting. There has been organized in Boston 
a system of community walks to be in the nature of 
beneficial recreation, and the direction of these walks 
is. under. the Boston Public Walking Committee. 
The idea of popularizing walking is co-operatively 
set forth by the Boston Y. M. C. A. and the Boston 
Y. M. C. U., together with the local newspapers. 

The first walk, scheduled October 28th was a dis- 
tance of about seven miles. Over two hundred peo- 
ple started and those who finished were given a cer- 
tificate in acknowledgment of their qualifications as 
walkers. A series of seven walks are scheduled with 


a final wind-up on Thanksgiving Day. A Bronze © 


Trophy Medal will be given to every participant who 
qualifies in five of the walks. The distances will be 
increased and it is hoped that by Washington’s Birth- 
day every participant will be able to go the full dis- 
tance of twenty-five miles in a “hike around the Hub.” 

Here is a wonderful opportunity for shoe mer- 
chants, also the Shoe Merchants’ Association to qualify 
as experts on the type of footwear best qualified for 
Walking Tours. As yet no merchant has seized the 
opportunity to rush into print with helpful sugges- 
tions as to foot efficiency and foot comfort. The 
opportunity is there and it ought to be utilized. 

This idea of popularizing walking is a good thing 
for our trade, and it might well be tried out in other 
cities and towns throughout the country. 

The American people is rapidly becoming indolent 
in respect to walking. Cheap transportation has 
done. much to bring this about... There is no better 
insurance for good health than-a program of weekly 
walks, not so much in mass formation but in little 





groups of two or three or more, with the walks laid 
out so as not to bring about fatigue, and yet to be 
varied enough to make them interesting. Such walks 
should receive the hearty co-operation of Shoe Mer- 
chants—merchants the country over. 


MORE CAPITAL TO DO BUSINESS 
(Concluded from page 23) 


by style and other uncertain considerations, may well 
be that the merchant himself has not kept pace with 
today’s conditions. It is a plain fact that the shoe 
merchant today must be a better merchant if the le- 
gitimate returns from his business are not propor- 
tionately to drop below the returns of former years. 

The merchant in this period of prosperity whose 
proportion of gross receipts to capital actually drops 
from three to two and two-fifths times is not selling 
shoes as they should be sold, either in volume or price. 
Philanthropy is admirable in its place but the spectacle 
of no returns on twenty-five per cent of new capital 
in business is philanthropy misplaced, and the mer- 
chant is simply working for everybody, from the tan- 
ner to the public in general, and meeting increased 
expenses, for decreased remuneration. 

What’s the answer? Increased efficiency in mer- 
chandising? Then let every merchant so situated put 
into effect today a policy that will give him his due. 


A number of linemen have lost their lives because the shoes 
they wear are not properly protected from transmitting electric 
current. A special lineman’s,shoe has been patented recently 
which will completely overcome this risk. Its sole is composed 
of two separate layers of rubber which lessen the possibility of 
blow holes through which current enough to produce shock might 
be carried. Tests prove that this new shoe will prevent the passage 
of a current of at least 30,000 volts, without affecting the wearer, 
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Window Ideas to Speed Up Business | 


New_and timely window displays at minimum cost is a feature of service that 
places, ‘‘Recorder” readers in advance of competitors. The constant grading up 
in footwear and selling methods demands that the store itself keep abreast of the 


times. See that your windows always improve. 











An attention-ecompelling, permanent background, with 
decorations particularly appropriate to this season of 
the year, is shown in No. 1. 

Permanent backgrounds are pote the most expen- 
sive feature of store window decorating, but with three 
or four good ones used with discretion and not too fre- 
quently, the store window will have an attractiveness 
not otherwise obtainable. 

Following the png ae shown, the frame work of 
this background can be made at comparatively small 
expense, while the decorations can be purchased from 
one of the well-known decorative paper houses. The 
facing can be made of one of the well-known makes of 
fibre board. Addresses of these companies can be fur- 
nished on request, 
On the unique show stand at the right can be put at- 
tractively written cards, suggestions for which can be 
obtained from our show card pages. 
The panel in the middle background also can be lettered 
to give a keynote to the display of shoes, which should 
be arranged in the foreground both on the floor and on 

our display stands. 

t will be important to follow the Autumn color scheme, 
which is planned in purple, brown and yellow. This 
color scheme will be suitable for use throughout the Winter. 












































Number Two shows a modern window setting adapted from the 
Colonial period, which can be used for months and at an initial 
cost of about $15 for material. 

A plain whitewood base board, 7-8 inch thick, joins two white- 
wood pilasters one at either end. The pilasters are finished with a 
7-8 inch whitewood plint block at base and whitewood cap at top. 

The two side panels should be made next and fastened with 
brads and glue to the back of each pilaster and the baseboard. The 

anels are of fibre board (1-4 inch thick), and the inside panel is 
cavalo’ out with a sharp knife held at an angle of about 30 degrees. 
The openings are backed up with another piece of fibre board, 
forming a recessed panel, very neat in appearance. A plain, simple 
moulding finishes the top of each panel. 

The center unit is also of fibre board, cut out with a scroll saw at 
the top, and another conforming piece is glued in place to represent 
a capping to the scroll work. It will be necessary to fasten wood 








supports to the back of the — of the casement to make the 
affair le. 














ir sufficiently rigid to han 
The sill has a 1-2 inch whitewood top and bottom ledge, separated 
by fibre board panel work made in the same manner as the larger 
panels. The sash and ornamental crosswork on the window case- 
ment are cut from plain dull-finished cardboard and pasted into 








Number Twe 



































Number Three 


lace. 
. A soft shade of reseda green or Venetian blue silk on brass rods 
fastened behind the window frame completes the construction. 

An oval-shaped space is beveled out of each side panel and backed up with a light, 
sketchy landscape, or the store monogram could be used in this space with pleasing effect. 
The colors should harmonize with the shade used for curtains—if possible, should be an 
exact match. 

The whole background is painted with white cold water paint, about four coats being 
necessary. It dries quickly and does not show brush strokes. 

Inexpensive electric candle fixtures are installed on either side of each oval, to add life 
and warmth. A few black beauty rose buds in a glass bud vase amg on the sill will 
furnish a cozy and homelike atmosphere that will get real interest from your prospective 
customers. 


The stunt shown in Number Three is particularly suitable for painting in a back- 
ground panel, as in Number One. It is simplicity itself. From the point of the billiard 
cue ribbons can be brought forward to the shoes to be featured, and novel price “tickets” 
can be made by painting the figures on inexpensive white rubber balls, as shown, or b 
placing discs bearing the prices in the center of triangles, with the apex pointing to ea 
shoe. 

A variation of this stunt is to paint it or put a paper cut-out on the window, gluing on 
the ribbon ends and leading them back to the shoes. 
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; | Helps for Clever, Clean-Cut Show Cards 


Merchandising methods are incomplete without clever show cards, properly 
executed. They are big helps in the window and the store to focus attention and 





make favorable impressions. Every week this page has ideas worth while. Make 
a feature of clever window cards. People will come to watch for them. 
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Show Card Writing 
It is a good idea al- 





With changing tem- 


peratures and the holi- 
day season approaching, 


business can be speeded | IFUL=SHD ES— 
=x Ss 
=NO0S=3197— 3175-3184: 


self may carry a mes- TS ¢ io= 


up through the use of. 
clever and _ interesting 
show cards which give 
point to the store and 
window displays. 

While the display in it- 


sage to the shoe man, ——— 
it is necessary to give = 
point to the message by 
some clever phrase driv- 
ing home to the layman his own necessities in 
footwear. 

Further, not only should show cards be cleverly 
worded; they should also be cleverly executed, 
and the alphabets and instructions which have 
already appeared in this series, if faithfully fol- 
lowed out, with suggestions given as to color, 
etc., will prove of distinct advantage. 

In supplementing the “Recorder” cards with 
your own ideas adapted to local conditions, 
think over a phrase carefully; be sure it is right 
before you go ahead; have it short and to the 
point—don’t let the passer-by get away with- 
out understanding your message. 











ways in your window 
and show cards to avail 
yourself of ideas ob- 
tained from local events 
or matters of public 
interest in the news- 
papers. 

A show card idea for 
either the window or 
the store that will at- 
tract attention is 
a the metal frame con- 
taining a metal back- 
ground, with slots in 
which to insert movable letters. 

Ordinarily these frames and backgrounds are in 
black with white letters that stand out promi- 
nently, and the usefulness of the device is de- 
pendent only upon the cleverness of the show 
card man. 

We illustrate one of these with the letters placed 
directing attention to such stock numbers as the 
store is featuring on a particular day. 

This device will prove especially useful in the 
store where there is no show card writer, while 
it will also supplement show cards in use by 
pointing out some specialty that the merchant 
wishes to feature. 
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This week’s suggestions for clever cards can be worked up quickly through the use of a Soennecken 
pen. The cards at the right and left reproduce sketches on recent front covers of the “‘Recorder.”” Where 
you can use pictures with two colors, so much the better, as this will facilitate the use of fancy initials, 


or color lettering or borders to add emphasis. 
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Two Views of the Style and Leather Situation 


Today’s Market Outlook 
By UTZ & DUNN CO., Rochester, N. Y. 


We desire to advise our friends in the trade that 
while prices necessarily are to be higher owing to the 
scarcity and consequent high cost of raw materials, 
especially hides and dyes, we shall furnish our cus- 
tomers with shoes at as low prices as any, quality con- 
sidered, and at prices that will permit selling at a sat- 
isfactory profit. ’ 

As in the past, we shall make our shoes of such ma- 
terials and with the care éxperience has taught us is 
essential to produce shoes which will satisfy, and shall 
use no two-piece or fiber counters or insoles. 

We believe in leather and use no substitutes that 
diminish the value of our shoes. 

We appreciate the conditions the retailer faces, 
and, as noted above, shall endeavor to furnish shoes 
which can be handled profitably; at the same time we 
believe the retailer who attempts to sell shoes at the 
prices of-a year ago is making a serious mistake, for 
equally dependable footwear cannot be produced at 
the same cost today. The dealer must choose between 
advancing his prices from 50c. to $1.00 per pair or 
selling “shoddy” goods. It is a true saying: “Quality 
is remembered long after the price is forgotten.” We 
feel certain that an explanation of conditions to your 
customers who question the advance will easily enable 
you to obtain the price necessary to furnish them re- 
liable shoes. 


‘ 





The Momentum of Style and Prices 


By A. H. GINZBERG, Pres. A. H. Ginzberg- 
Gordon Co.,New York 

While motoring through the Adirondacks this Sum- 
mer, on approaching a long steep grade, I came upon 
a tremendous danger sign which read “STEEP HILL, 
GO SLOW AND DO NOT LOSE YOUR HEAD.” 
The folks who put up that sign knew that a car could 
negotiate that hill on its own momentum, without 
power, and that a slight application of the brakes was 
only needed to reach the-end of the grade safely. 

Every shoe retailer today can read a warning in that 
sign. This is a prosperous year and his business is 
capable of moving on its own momentum. 

Prices are advancing rapidly. An over-zealous 
merchant, in his desire to cover himself fully, might 
easily overstep his capital limitations, and strain his 
credit. Credit is the foundation of every man’s busi- 
ness, and eventually spells his success or failure. 

We all feel that the price of shoes will not be any 
lower for some time to come. Therefore, every retailer 
is safe in covering himself with goods, but only within 
his capital. , 

A retailer who does not buy up to his limit shows 
rare judgment these days, as the leeway which he 
leaves, allows him to purchase the new styles as they 
come out, and they are certainly coming out often 
enough. His customers will always pay him a profit on 
these new creations. 





+ + + 


Ernest Hertzog 


A Biography of a Veteran Shoe 
; Traveler 

Ernest Hertzog, born at Natichtoches, 
La., 61 years ago of French and German 
lineage. His father was a prominent 
shoe store owner and cotton planter 
before the Civil War. On the termina- 
tion of this war the son had to begin the 
battle of life at a very early age. He 
worked as a common laborer in the cot- 
ton field and at the same time studied 
industriously the first principles of an 
education. 

Leaving the plantation for clerical 
work in 1872, he connected with the 
largest and wealthiest wholesale dry 
goods firm in New Orleans, La. where he 
remained for one year and a half. With 
an ambition to visit his mother’s native 
State, Kentucky, he located in Louis- 
ville for a period of two years and en- 
gaged with a prominent retail dry goods 
store of that city. He finally drifted to 
Memphis, Tenn. entering the same busi- 
ness, when in the Spring of 1876 he took 


a traveling position for a new manufactur- 
ing industry of that city. 

His territory was in the Southwest. 
He successfully sold the product of the 
Memphis Woolen Mill and bought wool 
for them in that section, quite a respon- 
sible position for one so young, and ac- 
quitted himself with honor to his firm. 

The yellow fever scourge of, 1878 
afflicted Memphis and caused him to 
seek employment in Lynn, Mass., where a 
position had been previously offered him. 
And in January, 1879, he began his career 
as a traveling shoeman for a very large 
manufacturing firm; at that period cov- 
ering the South and Southwest for them, 
and it may be historically said that he 
was the pioneer who introduced Lynn 
shoe product to the small jobbers and 
retailers through the following States: 
Arkansas, Mississippi, Tennessee, Ken- 
tucky, Alabama, Louisiana, Texas and a 
portion of Southwest Missouri. 

He also stopped off at Rochester, N. Y. 
and Chicago, IIl., selling the largest 
jobbers of those cities—Lynn’s cheap 
shoes for women. 


The Traveling Shoe Salesman ¢ + + 


During his connection with Lynn and 
Boston shoe life he met and became 
acquainted with the pioneer shoe manu- 
facturers of that period, and this respect 
and friendship he transmitted to Southern 
and Southwestern merchant buyers. 

He was acquainted with the peculiar 
characteristics and manners of both 
the North and the South in the critical 
reconstruction period. The handicaps 
of travel in Texas in those days were 
many, not to mention the activities of 
the Texas cowboy, with his ever-ready 
gun, out looking for sport. Many of 
the boys boasted of many notches on 
their guns, and that they were the ‘“‘bad 
men”’ to strangers. 

He saw the shoe industries of Lynn, 
Haverhill and Brockton rise from their 
early imperfect stages to their present 
high perfection. He has seen mere vil- 


lages of the past grow into cities of gran- 
deur and splendor, especially in the great 
domain of Texas. 

He is today actively in the harness, 
selling shoes in the Southwest and keep- 
ing alert to the changes in style. 

















Discrimination 


As though an inborn, masterful 
talent controls her every choice— 
the woman of to-day senses the 
correct and chooses the exclusive 


from the turmoil of style. :: :: 


CARL E. SCHMIDT & CoO., Inc. 
DETROIT, MICHIGAN 


83 South Street, Boston, Massachusetts 


Selling Agents 


H. B. ALTENDERFER A. J. & J. R. COOK 
331 Arch Street 153 Second Street 
Philadelphia San Francisco 
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Recorder School 
of Retail Shoe 


Salesmanship 







No. 3.---More Points on 
“How to Button Shoes 
Correctly” 


KeS Vy)" deem it advisable to continue the 
subject of buttoning in order to 
impress upon the students the funda- 
mental principles of fitting button 
boots before taking up equally in- 
teresting subjects which will charac- 
terize the course. 
To make the subject more clear, we classify the 
fitting of button boots into four periods: 
1. Slip the boot on the foot, grasping each side of 
the top (outside and inside) and push while the cus- 
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Ni 
tomer presses the foot into the boot. (2) Ask the cus- 
tomer to stand and stamp her foot well into the boot. 


3. Take the boot in the hand as shown in illustra- 


tion and draw or coax 
the upper close up to 
the foot, in other 
words work the top 
well up over the in- 
step before you at- 
tempt to button. On 
the average normal 
foot you will not have 
to pull and work the 
top as much to get 
easy buttoning, but 
with the abnormal 
high instep instruc- 
tions should be fol- 
lowed carefully. 

We presume that 
you have worked the 
top well up on the 
instep, and are now 
ready for the next 
operation. 

4. Take the but- 


ton hook and be sure 





Glove Fitting Tops Need to be 


Worked Over the Instep 


it engages the button 


perfectly and draw in a straight line (see illus- 


tration No. 2, Oct. 


21st. 


“‘Recorder’’). Don’t 


(Continued on page 39) 





AND CAME over to me. 


* * * 


WITH THE shoe. 
* * 


NEW YORK, Oct. 24. 
* * # 


SATURDAY AFTERNOON. 
* * * 


* 


I WENT into a shoe store. AND FORCED it on. 
7 a 


* ~« * * 
ON BROADWAY. AND LACED it up. 

« * * * a * 
BELOW FORT Y-SECOND. ANDI looked at it. 

. * * 
AND A salesman. AND SAID: | | 

> ae ‘“ ’ * * 
CAME UP and said. eatgclied  ak 

a ee ‘AND BESIDES that. 
“GOOD AFTERNOON. ah ee : 

* * oe 


“IT’S TOO tight.” 
*“*WON’T YOU sit down? ‘= 
aaa AND I thought for a minute. 
‘*WHAT CAN I show you?” me 
or? Pane HE WAS going to cry. 


HE SEEMED So pained. 
AND HE said. 
* ~ 
**IT CAN’T be too small. 
* * aa 


AND I said: “Thank you. 
* 
“GOOD AFTERNOON. 
* 
**A PAIR of shoes.” 
* * * 
AND SAT down. 
* ok * 
AND HE took the shoe. ' 
a es **AS THE shoes you are wear- 
OFF MY right foot. ing.” 
* * * * * * 
AND WENT over fo a shelf. AND AT that. | 
AND GOT a box. I ROSE right up. 
~ * * * * * 
AND TOOK out the right shoe AND SAID : 
AND HID the box. “LISTEN, FELLOW. 


‘IT’S THE same size. 


“ALL MY life. 


* * * 


“I°VE BEEN searching. 


* * * 


**FOR A shoe salesman. 


* * * 


**WHO’LL LET me buy. 
* * 


* 


‘*THE SHOES I want. 
* 


* * 


*“*INSTEAD OF the shoes. 
+” * * 


‘SHE WANTS me to wear. 


* * * 


“TAKE IT off.” 
* of * 
AND I sat down. 
* * ~ 
AND HE felt the shoe. 
* * - 
WITH HIS fingers. 
oe * « 
AND SAID: 
“IT’S A perfect fit. 
* + * 


“AND You must remember. 


“THAT A new shoe. 
“IS NEVER 80, comfortable. 
**AS AN old shoe.” 
* * * 
AND ANYWAY. 
* * a 
ON SUNDAY morning. 
I PUT them on. 


AND STARTED for a walk. 


* * * 


THROUGH THE park. 


* * * 


AND REACHED a bench, 
* * * 


ON MY hands and knees. 
oe * 
AND WAITED there. 
* 
TILL MY wife took a car. 
* 
TO OUR hotel. 
é * ok ~ 
AND CAME back. 
* aa * 
WITH AN old pair. 
+ + * 


AND IF there’s anybody in 
New Y 


ork. 
* + 


WHO KNOWS a shoe sales- 
man. 


* a * 
WITH A weak mind. 

* * *: 
WHO CAN be cowed. 

* ~*~ + i 
INTO GIVING a customer, 
WHAT HE wants. 

* + * 
I WANT his name. 

+ * *~ 
FOR *“*WHO’S Who.” 

+r * + 
I THANK ‘you. 


From Ye Towne Gossip, by 
K. C, B. in Chicago Examiner. 
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The Easy, Economical Way to 


Start and maintain a scrap book of your newspaper advertising—or look over your recent 
copy and see if it LOOKS RIGHT and READS RIGHT. See where it can be greatly strengthened 
by the use of ‘“‘Recorder’’ cuts and copy suggestions—then watch these pages and order every 
week. Inaction is the thief of time and money. Irresolution is the forerunner of dissolution. 
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Winners! 


The out-door boy who sets the 
pace, wins the race by his feet, 
not his hands. So by all means 
give him shoes that fit. 


Give him sturdy shoes that will 
stand the wear and tear of the 
boundless open—shoes_ with 
“growing space” in them for his 


active feet. Shoes al the fair prices 
of $3.50 and $5.00 a pair. 














No. 133, 25c. 





Long Life 
in Smart 


Shoes 


Shoe value for price, doesn’t 
show in the looks and isn’t proved 
by the smartness of style. Sur- 
face indications don’t always tell 
the truth that lurks just out of 
sight. 


Long life leathers and long 
time experience unite for the cus- 
tomer’s supreme satisfaction in 
our shoes for women and men. 
Style is there also—as smart as 
style can be and not be over- 
done. There are no freaks or 
fancies in our shoes for women 
and men—bui there’s distinction 
in all the styles. 


Store Name Here 

















No. 134, 25c. 
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Style 
At a Glance 


With the bewildering variety of 
novelty shoes pressing for a 
woman’s attention just now, it is 
often a task to decide which par- 
ticular style becomes her indiv- 
iduality and costume most ef- 
fectively. And so she chooses 
in haste and repents at her leisure 
—which of course is all wrong. 


Here, at a glance, a woman can 
not only find the appropriate shoe 
for the particular occasion but 
also the model best suited to give 
distinction and individuality to 
her appearance. Forstreet, house 
and evening wear—smart shoes 
with style at a glance. $7.50, 
$8 and $10 the pair. 


Store Name Here 


—————— 





Remittance for Cuts Must Accompany Orders 
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Get More Business at Less Expense 


of: **Recorder’’ Advertising Service is a “live wire” service. Its timeliness enables you to an- 
tucipate your advertising layouts. Its service is careful and prompt. 
campaigns are yours for the asking. 
When ordering cuts, remember SMALL ACCOUNTS CANNOT BE OPENED. It i i 
- it 
to REMIT WITH ORDER to avoid delay. nies 


Special suggestions and 








No, 135, 25c. 


Poise! 


Shoes not in harmony with a 
woman’s costume are the out- 
ward evidence of lack of inward 
oise—the note of good taste is 
ost without consistency in dress. It 
is “the frame without the picture.” 

New shoes in accord with the 
newest vogue in dress are waitin 
for new owners here—shoes whic 
for day and evening wear give 


the “poise” a woman wants. 
$5, $6 and $7.50 a pair. 














No. 31—Shoe Corns. 


By taking a large, heavy man’s shoe 
that has received considerable wear and 
painting it with gold paint, a very at- 
tractive flower pot may be made to be 
used as an embellishment for a shoe dis- 
play. After this is finished plant two.or 
more small growing stalks of corn in this 
shoe and place a show card with it word- 
ed as follows: 

**Corns Grow in BLANK Shoes, But 
Not the Kind that Hurt Your Feet.” 

This stunt may be used as a center 
piece for the show window and will at- 
tract more than ordin attention, or 
it can be used in the interior as a decora- 
tive attraction. 











The Shoes 





to Choose pS) 





— . 


The store that trifles with a man’s con- 
fidence plays with fire and dire results will 
follow his misplaced confidence. It pays 
to play fair—that’s the way we feel about 
it. And so, in our shoes, we give him the 
three things he wants, and ought to have, 

















namely, 





Shoe Store Stunts 





No. 32—Displaying Shoes on Carton 


A well known display manager states 
that he often makes good use of the shoe 
cartons in displaying footwear in the 
window. He places one shoe flat on top 
of the box as illustrated and the other at 
an angle to the floor. By this method he 
gives his prospective customer two views 
of the same shoe, at the same time effects 
a pleasing arrangement. 

e always fills the shoes with tissue 
paper in order to secure the best display 
results, 


Style, Fit and Wear 


But that isn’t all, for he pays only the price for 
Shoe Quality—$5, $6 and $7.50. And we get the 
trade that builds business—the permanent trade of 
himself and his friends—without which no store can 
make good, as it should. Shoes for business dress 
and the stress and storm of Winter’s worst days. 
The shoes to choose are the shoes that mean comfort 
and value to you. Come in and be fitted with them at:— 


Store Name Here 












PT 








No. 33—An Artist Palette 


The accompanying illustration shows 
the home-made artist palette which may 
be cut from composition board and cov- 
ered with wood-grained paper or other 
suitable material so as to bring out the 
footwear in pleasing contrast by display. 
The thumb-hole in the palette offers an 
excellent opportunity for the small an- 
nouncement or price ticket. 

Fixtures of this kind can usually be 
made from scrap lumber or corrugated 
board, taken from the boxes in which 
the shoe cartons are-packed. 


Accounts Cannot Be Opened for Nominal Amounts 
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The above style is respectfully 
submitted for your considera- 
tion. We recommend that you 
play the middle and both ends 
—$4— $5—$6—$7. Let our 
salesmen show you. 














THE DALTON COMPANY, Ine. 


Makers of Honest Value Shoes to Retail from $4.00 to $7.00 


BROCKTON, MASS. 


Boston Office New York Office Chicago Office 
183 Essex Street, Room 405 651 Marbridge Building 1415 Great Northern Building 
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Plan Now for the Holiday Trade 


Season of Only Twenty Shopping Days Between Thanksgiving and 
Christmas --- Are You Planning to Make the Most of It? 


HE merchant should not wait until 
after Thanksgiving to make his plans 
for the Christmas, trade. By that 
time he will be too busy serving trade 
and carrying out the plans already 
laid out to settle down to planning 
again. 

His stock of merchandise for the great Christmas 
season will have been purchased before this, hence, 
that need not be further mentioned. 

“‘What are you going to do to boost Christmas trade 
this year?”’ I asked a shoe dealer. 

‘Nothing in particular. Don’t have to. Christmas 
trade just comes of itself.”’ 

Perhaps it does—and then again, perhaps it does 
not. 

During December there is a great deal of business 
done. Some merchants will do from thirty to forty 
per cent of their year’s business in December. This 
proves that there is business to be had, doesn’t it? 
It seems to be a good time to go after it, then. Who 
ever heard of a fisherman refusing to use bait because 
the fish were biting, anyway? 

What plans should the shoe dealer make ahead? 
We will suggest the following: 

An advertising campaign that will include his win- 
dow displays and interior arrangement should be 
very carefully laid out and much of the detail worked 
out before the first of December. 

The management of the store during the busiest 
period of the year requires just as special planning. 

The advertisements that are to appear during 
December can be written, and the merchant will be 
fresh in mind and do better work than if he waits until 
he is rushed with business. Often when it is left until 
the last moment the same old ad has to be used twice. 
This means a loss of efficiency in advertising. 

The merchant can arrange for the number of in- 
sertions he intends to use and write every line of the 
copy ahead of time—but that need not deter him 
later, if necessity arises to make changes in his plans 
and ads. 

Start Publicity Stunts Early 


If he intends to get out circulars, booklets, dodgers, 
or any of a great many other pieces of advertising he 
can use to advantage he cannot do it if he leaves it too 
late. Printers must have time to do work. Often 
the best plans are spoiled by hasty work of the printer, 
often effort is wasted because plans cannot be carried 
out at all because thought of too late. 

If the merchant will take his month’s advertising 
and lay it out before him and study it he will find many 


ways of improving it. This alone will be worth the 
effort. 

Then there are the windows. What is he going to 
do to attract attention this year? Is he going to wait 
until Jones puts in a striking window and then look 
helplessly around for something to outdo Jones? 
Let Jones do what he wishes. Each merchant should 


plan for himself but he should plan to meet anything 














CLOTH TOPPED BOOTS 


The latest note from Paris. Dressed in the height 

of fashion Mme. Lina Cavalieri, opera star, ar- 

rived recently in New York for her season at 
the Metropolitan 


Jones or anyone else may do—plan to get the business 
into his own store. 

If he expects to make special interior displays of his 
goods he can get his plans out and be ready with the 
material when it is wanted. Each year the merchant 
thinks, ‘‘Now, if I do this I think it will be a good 
thing,” and he waits until it is too late. Don’t! 

It may be that it will be wise to remove some of the 
cases that take up room in the center of the store so 
that the extra crowds may get around quickly. A 
crowded store is not the place customers enter. Make 
plenty of room for the people so that the store does 
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66 OW can you best judge a person’s character at first glance—by studying 
the eyes or the mouth?” a woman who wears her clothes well was asked. 
And without a moment’s hesitation she answered, “By looking at 

her feet!’ 

The little refinements, the taste of selection, the fit and the form, are things that 

count for much with women, and so count for a great deal in the field of feminine 

footwear fashion. 

They are the things that have made the Lindner line of appealing interest to the 

woman of taste and refinement; they are the things that will make the Lindner 

line a profitable line for you to put before these women, in your windows and on 

your shelves. 

It will be profitable for you to investigate now by inquiring for details and prices. 

They will interest you. 


LINDNER SHOE COMPANY 


CARLISLE, PA. 
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not have the appearance of being crowded from the 
door. 
Lay Out Delivery System 

Plans should be made for the storing and delivery 
of Christmas merchandise. This is very important 
where there is only a boy to make deliveries. Have 
a special place for parcels to be held for Christmas 
delivery. Have another for goods held on deposit. 
Make it impossible for goods not paid for, or prop- 
erly charged to be delivered by -mistake. This may 
mean the saving of a number of dollars to the dealer 
and the saving of a lot of annoyance to customers. 

Arrangements can be made to use special Christmas 
wrapping paper. This costs but little more than the 
ordinary kind and is great advertising for the store. 

Arrangements for the saving and giving away of 
boxes and cartons will prove a capital drawing card. 
These are in great demand at Christmas time for 
sending away gifts and for packing them. 


If extra clerks are to be hired it is time to look them 


up. A day or two’s training on Saturdays during 
November will prove a good investment later. Special 
training is absolutely necessary if the “extras” are 
to be any way near satisfactory. We all know how un- 
satisfactory untrained help is when we go to purchase 
articles—others find it just as unpleasant and dis- 
couraging when they go to the shoe store and are 
met with, “I don’t know.” 

Make up your mind to do something different this 
year. Get after the business—it’s there for those who 
go after it. Make your plans now and realize on them 
later. 


RECORDER SCHOOL OF RETAIL SHOE 
SALESMANSHIP 
(Concluded from page 33) 
swing the hook over (as by so doing you get too 
great a leverage) and are liable if the boot is tight to 
tear the button fly or pinch the flesh of the foot. 


Where to Start Buttoning 


It is a good plan to begin to button from the third 
button from the throat up and down alternately. 

If after you have buttoned the greater number of 
buttons and they still show a tendency to be tight un- 
button all and repeat the process. The second button- 
ing will be easier. 

Study the four classifications as outlined until they 
are clear in your mind that you may apply them when 
the emergency arises. 

In connection with this lesson, we want you to study 
lesson 5, page 28 in “Shoe Fitting’’ under caption: 

The Button Boot Problem 
Also lesson 3 in “Shoe Fitting” page 25 under caption: 
Enlarging the Top 
These references should be carefully studied as they 
bear on expediencies in fitting button boots. 

Students who do not possess “‘Shoe Fitting” should 

procure a copy. 
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Ohio Shoemen Organize Insurance 
Company 

The Insurance Board of the Ohio Retail Shoe 
Dealers’ Association met in Hamilton yesterday and 
organized the Shoe Mutual Insurance Co. The board 
consists of John J. Baird, Columbus, J. E. Grosjean, 
Lima, G. F. Cantwell, Goshocton, L. M. Wright, 
Springfield, A. F. Sloane, Oxford and Henry F. Hage- 
mann. 

The shoemen have been anxious ever since the for- 
mation of their State association to form a Mutual 
Fire Insurance Company, owing principally to the 
fact that the fire loss risk on-shoe stock is smaller 





A FRENCH BOOT “L’ALLIEE” 
By M. Langes, Paris 


The pattern of this congress boot represents many 

practical features—the basic merit being the ease 

with which the boot can be pulled on and off the foot. 
Note the lines on the upper. 


than any other line or class of merchandise, but the 
rate has been practically the same as on other more 
hazardous risks. A great many shoe men are already 
carrying insurance with the agency established by 
the board but the organization of the new company 
will soon make it possible for them to carry their 
own risks in their own company. The officers and di- 
rectors elected were as follows: John J. Baird, presi- 
dent; A. F. Sloane, vice-president; Henry F. Hage- 
mann, secretary-treasurer; L. M. Wright and G. F. 
Cantwell, with the above officers constituting the 
board of directors. 


Exclusive Shoe Manager Appointed 


The management of the shoe department of the men’s store 
of Goldstein & Moseson, Eleventh and Market Streets, Louisville, 
Ky., has been taken over by George C. Ernwine, who for thirty- 
two years has been well known to the shoe buyers in the Market 
Street neighborhood. Mr. Ernwine at various times has been 
on the road, and connected with the ownership of various retail 
stores. Heretofore the shoe department has been looked after 
by the general manager. 





a ES eS OTT 5 ey 





40 








BOOT AND SHOE RECORDER Nov. 4, 1916 








A Remarkable Advertisement 
Written by Our Customers 


An advertisement as snappy as the crack of a whip 
because the TRUTH and because composed by those 


who buy and sell 
J & K Shoes 





For Young Women 


Following are expressions taken from letters that 
have come to us voluntarily in the last few weeks: 

(1) “Better than ever this season.” 

(2) “Your shoes are the BEST on earth for the 
money.” 

(3) “It will be soft picking to sell these shoes.” 

(4) “It is a pleasure to pay for merchandise like 

ours. 








Y 

(5) “I would not do the business I am doing if I 
didn’t have J. & K. shoes, for they sell 
themselves.”’ 


Another dealer writes: ‘‘Call on us with your Spring line as soon as 
possible. We're having fine business with your shoes.” 


If YOU, Mr. Merchant, want these smart, cheery novelties for Spring 
and thus make sure of a big, healthy, profitable business, write us 
today for samples or salesman. 


THE JULIAN & KOKENGE CO. 


CINCINNATI. 
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Make Spring and Summer a 
Hummer with Least Effort 
to Yourself 


Ask almost any wide-awake, successful dealer 
in your neighborhood or neighboring city what shoe 
holds customers longest and gives him the most profit. 
He will tell. you 





J & K Shoes 


For Young Women 


On the opposite page we give you evidence from 
the man who sells em. The woman who wears ’em will 
furnish evidence equally powerful and convincing. Both 
are “strong for J & K.”’ Both know shoe-excellence 
from actual experience. 














J & K Novelties are first in Quality, Style, Profit 


Our dashing creations for Spring, ’17, will compel your trade’s at- 
tention and boost business with buoyant strides. Every style of sure 
attractiveness is “‘on deck’’—every pair guaranteed to fit the arch. 

Write for salesman or samples. They will speak for themselves. 


_ The Famous Comfort Shoes 


J& K MAC & MAK 
IN STOCK $4.00 


THE JULIAN & KOKENGES®. 


CINCINNATI. 
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Sell Riemer’s 


Good Sole Wood Sole 
Boots and Shoes 


2 AS ape Sa 


epanetee 





Satisfied customers come back— 
Men’s Oil Grain High Buckle Riemer’s Shoes give service and 
Shoes, $1.65 satisfaction. Therefore they are 
splendid trade builders—and profit makers. 
Made of Riemer’s Special Tannage Waterproof Oil 
Grain Leather. Close-grained wood soles fit the feet 


peers 


These People 








Wear Them and will not warp or crack. 
‘ Oil Grain High Boots, $3.25 
Garage Men Lighter than all-leather, rubber or metal-bot- B »$ 
Auto Washers 
poate engl tomed footwear. 
Croamerymen, Miners For work everywhere, but spe- 
Brewers, Quarrymen 
Foundrymen cially for concrete floors and damp 
Dairymen, Tanners 
Railroaders places. 
Dock Workers "2 
Masons, Truckmen ‘ P - P 
; : Riemer’s New Steel Rims, 35c per pair 

ee A. H. Riemer Shoe Co. They are yery light, and just the thing for wear 

er ane re " - on rough Concrete floors and in Quarries, Foun- 
Ice Cream Makers Milwaukee, Wis. dries, etc. Give the service of a metal sole with- 
Chemical Workers out lugging around all the heavy weight of a 

Established 1887 metal shoe. 




















They’re the 
Talk of the Trade 


Manss-Owens’ Men’s Shoes are made 
for your Better Trade. They'll Increase 
your sales and add profits to your busi- 
ness. No back numbers in the Manss- 
Owens line. They’re Stylish and Re- 
fined. Al Quality Materials only are 
used. . 
Priced to Afford a Good Profit for the The House 
Dealer. y of Taylor 


A TRADE-BUILDER 











. * 

Hotel Martinique 
Broadway, 32nd St. New York 
125 Pleasant Rooms, with private bath, facing 
large, open court, 

$2.50 PER DAY 
157 Excellent Rooms, with private bath, facing 
street, southern exposure. 

$3.00 PER DAY 


Also Attractive Rooms from $1.50 





Salesmen now in your territory will be ’ ‘ 

pleased to call. Write—or wire—our The restaurant prices are most moderate. 

expense. Equally convenient for amusements, shopping 
or business. One block from Pennsylvania 


The Manss-Owens Co., Cincinnati, 0.| § Station. 
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Griffin Dressings 














Griffin White Bag 
Powder 

Griffin’s White Kidine Made also in Light, Dark 

An effective and safe clean- and Pearl Gray, Brown, 

ing and whitening fluid Chamoise and Fawn. 

that cleans all white kid $7.00 Gross 65e Doz. 


There is a Dressing for every shoe 


| BRONZE | 


DRESSING| 
BRONZE LEATHERS 


wil URN ANY 


COLQR LEATHER| 
i] 


\WTO A 














FINE BRONZE FINISH 


SOFTENS THE LEATHER 
AFTER THE RAIN 
GRIFFIN MFG..CO. 
69 muRRAY Sf. 
MEW YORK,US.A 


eer co. | 











Griffin Shoe Bronze) ' 
Is the Most Natural 
Bronze on the Market. 


Large size, $24.00 Gross Cream 
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* Griffin’s Glazed Kid 


and white calf stock. 


Small size, $11.00 Gross 
95¢ Doz. 


Large size, $18.00 Gross 
$1.60 Doz. 





Griffin Magical Powder 


One of the two accepted ways 
for cleaning colored suede, Nu- 
buck and nappy leathers. White, 
Light Gray, Dark Gray, Pearl, 
Brown, Chamois, Fawn. 


$11.00 Gross 95¢ Doz. 





$2.20 Doz. In Blue, Black, Light Gray, 
Small size, $18.00 Gross Dark Gray, Brown, Green, 
$1.60 Doz. Red, White, Ivory, Cham- 














Griffin Suede Dressing 
A combination outfit to clean 
and restore colored Nubuck, 
suede and nappy leathers to 
their original shade and state. 
Tampico brush and 314-0z. bot- 
tle. White, Black, Light, Dark 
and Pearl Gray, Brown, Navy 
Blue, Dark Green, Red. 


$17.00 Gross $1.50 Doz. 


pagne 
CLEANS—COLORS 
POLISHES 
Is to the Leather what 
Cold Cream is to the Skin. 
3-oz. Bottle in Beautiful 
Lithographed Carton. 
Price, $16.00 Gross 
$1.40 Doz. 





Griffin Dull Finish Glycerine 
Paste 

It will not polish, but it gives to 

dull calf and kid shoes and tops 

that clean lustre that you find 

in new leather. 


$8.50 Gross 75¢e Doz. 


WRITE FOR OUR NEW ILLUSTRATED CATALOG SHOWING COMPLETE LINE OF DRESSINGS. 


GRIFFIN MFG. COMPANY, Inc. 


69 MURRAY STREET 


CANADIAN REPRESENTATIVES, 


Canadian Shoe Findings and Novelty Co. 


NEW YORK 


2 Trinity Square, Toronto, Canada 
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The Rising Generation 


will wear soles of material carefully devel- 
oped by scientific skill to give the best 
wearing qualities combined with the utmost 
comfort and durability. They will all wear 


BULI/ DOG ™axn SOLES 


MADE BY THE 


BOSTON WOVEN HOSE & RUBBER CO. 


CAMBRIDGE, MASS. 
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THE WHITEST WHITE 


LEVOR GRAIN KID 


CHROME TANNED AND WASHABLE 


Makes a Beautiful Top and a Handsome Shoe 


STRONG AND DURABLE 


a7 MUST BE SEEN TOBE APPRECIATED 


ie ee) —9 ee, Cole ey (0) —& 
MADE OF CABRETTA SKINS 


(Cs i AYO) bf Se Ol © BE [od 


MANUFACTURERS 


GLOVERSVILLE, N.Y. 
NEW YORK: 88-90 GOLD ST. 


ST.LOUIS: LEATHER EXCHANGE BLDG BOSTON:145 SOUTH STREET 
JOHNSON STEPHENS & PATTON LEATHER CO THE G LEvc one PANY 
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Is this your window 
or your competitor's ¢ 
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Never mind the windows. 
Look at the people. 


The dark window probably has as good a display as 
the light one but it doesn’t attract. 


The best window display in town is the poorest if it 
isn’t lighted. 


Darkness doesn’t altraci—not even a blind man. 
Light always attracts. 


Don’t leave it all to the sun. Old Sol is all right when 
he shines but he takes considerable time off in the 
winter and leaves the job of illuminating your win- 
dows and your store pretty much to “His Only Rival,” 
EDISON MAZDA Lamps. 


The very latest development in incandescent lamps 
is the wonderful Mazda (C) made in sizes from 75 
to 1000 watts—twice as efficient as the first tungsten 
filament lamp. No other lamp produces as much 
light with so little current. 


From your lighting company or nearest Mazda agent, 
who will help you select the proper sizes. 


EDISON LAMP WORKS 
OF THE GENERAL ELECTRIC CO. 
Harrison, N. J. 














EDISON MAZDA LAMPS 


Made in U. S. A. and backed by MAZDA Service 
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Do YOU Share the 
PROFITS on YOUR 


Fire Insurance? 


in the special class for shoe 
dealers. 


Fitchburg Mutual Fire | | Cone 
ros. LO. 
Insurance Company senile 
FITCHBURG, MASS. BROCKTON 
Middle West Representative, Mr. W. B. ACKMOODY MASS. 








scnooL oi SHOES 
5610—Tan Lotus Calf 








BOOT AND SHOE RECORDER Nov. 4, 1916 





ONE OF OUR 
IF NOT—WHY NOT? 


Stock No. 210. Our Fear- 
not Last, Gun Metal Whole 
Quarter Blu., Single Sole, 
1\% inch Heel, Widths C, 
D, E. Price $3.50 


Fearnot but what you can 
get away with plenty of 
these at profitable prices. 


Ready to Ship - 


E are paying a dividend 
of 25% on our policies 


You can get your share 
by insuring in the 


PITT 
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IN-STOCK LEADERS 
















PLAY SHOES and SCHOOL SHOES 
FOR CHILDREN 


All Double Sole, Double Goodyear Stitched, with Welt—No 
Nails, No Tacks, Very Flexible, Best of Sole Leather 


BALS BLUCHERS 
5410—Tan LotusCf. 5510—Tan Lotus Cf. 
5411—Gun Metal 5511—Gun Metal 

5 to 8, tre 8% to 11, $1.40 

11% to 1.60 
5414—Black Vici S514 Black * ae 

5 to 8, $1: 10; + gh so Be $1. 

11\% to 2, $1.40 


E. J. RAMSEY & CO. 











PLAY SHOE 


§611—Gun 

5612—Patent Lea 671—Gun Metal 

sete ink 20'8 TPS to 11, $1.40 11 1-2 to 2, $1.60 407-413 East 91st Street 675—Tan Lotus Calf 
5 to 8, #110 8 1-2 to 11, $1.25 11 1-2 to 2, $1.40 NEW YORK 5 to 8, $1.05 8 1-2 to 11, $1.20 11 1-2 to 2, $1.36 





THE COPYRIGHTED 


**SHOE AND LEATHER LEXICON’’ 


AND 


‘**SHOE FITTING’? 


Are two standard authorities, as such throughout the shoe trade because of the painstaking care and 

accuracy of detail with which they are written and compiled. 

a py trimmed down to essentials, not a word wasted, they present in compact form information of the most 
sort for any one whose business it is to “‘ know shoes, ” and to sell them. 

Both are published by the Book Department of the “Boot and Shoe Recorder.” Price 40 cents per copy, three 

“ee for $1.00 (nial order if desired) postpaid. Please send cash or check with order, or stamps for less than 

a ar. 
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AN Wewam IN STOCK 





105 STRAND, KING CALF BAL. $3.85 
A6%-11, B6-11, CANDD5-11 


205 STRAND, TAN KING CALF BAL. $4.25 
A6%-11, B 6-11, CANDD5-11 


UPHAM BROS. CO.. STOUGHTON, MASS. 


WRITE FOR COMPLETE CATALOGUE 
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517 FOOTROOM, KID BLUCHER, 
A6%-11, B6-11, c, D AND 


pene 








HOE COMPLETE 


REGISTEREO 


IN STOCK 












































$4.15 
E5-11 


UPHAM BROS. CO., STOUGHTON, MAss. 


WRITE FOR COMPLETE CATALOGUE 
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After you have priced your goods right there is one feature of your business that determines whether you forge ahead 
or stand still. And that one feature is sales. 


You can buy all the goods you want—you can pack your store to overflowing. Every article can carry a 
legitimate profit. 


But unless you employ better selling methods than your competitor, be more aggressive than the mail 
order houses, soap clubs, etc., you will never dispose of the increased stock. 


You have no monopoly on goods. 


People can buy from your competitor, from city department stores, from mail order houses, etc., the 
same or practically the same goods you carry. 


Such being the case the only way you can get an increase in your business is to use a selling method that will cause 
people to buy of you instead of buying of your competitor or sending their money out of town. 


It can be done. It is being done in thousands of stores throughout the United States. 


Merchants are finding out that our tried and tested Trade Extension Campaigns will actually overcome competition 
and increase their sales. 


Have our service department work out a selling campaign for you—have them lay before you the plans and methods 
that have proven highly successful in stores situated as yours is situated. 


Asking for this information will place you under no obligations to us. We will take it that you only wish to investigate 
the business—getting the power of our campaigns. 


We know you will want to use them if they appeal to you, and you will want to use them right away. You will 
want to start right now getting the business that you are.losing to your competitors, to department stores in nearby cities, 
to mail order houses, etc. You want to collect your outstanding accounts, you want to dispose of your odds and ends and 
slow sellers at full retail price. 


Brenard Mfg. Co., Iowa City, Iowa 


For Sixteen Years Originating Business Increasing Plans for Retail Merchants 


Mail This Blank Today 
SERVICE DEPARTMENT, BRENARD MFG. CO., IOWA CITY, IOWA. 


Dear Sirs: For your private information in guiding you in outlining a Business Building Campaign for us we give you 
the following facts: 
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Number of families estimated in your trade territory.................... HOw many Gomepetitore?.. .. 2... cece 
Do your people patronize soap clubs, department stores in nearby cities and mail order houses?........................ 
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C. S. MARSHALL COMPANY 


PU 


CORERERECQOGCGCRRGGGRGCRRGOCOGRERGEGROCRERECHRORRCRCCRRRECCSHRGCREOCGROCGRGRCGRCRERCERERHRRREREOCCORCRHOGGOCGRORORORCRCGRGCGOHOROGRRRCRORORURGROROCRGGHORQCRURUCUSOCRROER 


SODUERCOEOGHEGRGDCURRGRORROCGRERUOCREORRERORECRERRUREROSERERERERORGRCRERROERRREEED 


We Carry in Stock 









PROTECTED TIP SHOES 


Either Copper or Leather 





“Lost motion in Merchandising means lost 
Ls 4 
money.” Marshall. 


The Marshall shoes for men will sell with 
the least effort and expense. 


“QUALITY MAINTAINED” 


BROCKTON, MASS. 


OTITIS 


r 


The Shoe 


Trades Journal 


OF LONDON, ENGLAND 


Reaches every week the leading buyers of Boots and Shoes in 


for 
Immediate 
Shipment 


Your order filled at 
once. No delay. 





ENGLAND SCOTLAND IRELAND 
AUSTRALIA NEW ZEALAND 
SOUTH AFRICA INDIA 
BRITISH WEST INDIES 
CEYLON BURMAR 


STRAITS SETTLEMENTS, etc., etc. 


American shoe manufacturers desiring foreign trade will receive valuable 
information by reading this weekly paper 


10 cents a copy $3.00 a year 


Advertising, Subscriptions and Samples, Address 





The A. S. KREIDER CO. 


123-125 Duane St., 
N. Third St., 


1408 Washington Ave., St. Louis, Mo. 
’. Monroe St., Chicago, II. 


Franklin P. Shumway Co. 


453 Washington Street, Boston 


American Representatives for all 
Foreign Shoe Trade Papers 


New York, N. Y. 
Philadelphia, Pa. 
Pittsburgh, Pa. 


OOOUUREEOCCCRCCOOUEDCCEEEAEGGGOOREEOOOQGUUGUUEEEROCGCGUORORGRERORGGGURRUROSROQCGGURUGRUREROOGOGQOUGROROERROCRRRRRR 
SOGUGCCQERECCCUGEOCCCCERCGUURSCCERCOOUREQOGUROCOUUROQCERCGOUREQGRUROQCUUROCCOURRSGGURCQORUCCQOUROGQUUREQCGRUREGQRER: 
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JOHNSON BROS. 


Well Made Welts and McKays 


for Women 


eS 
am 


= 


























A line that is 
known for its 
values. 








Style No. 852 Style No. 880 


ss i is Heel Last No. 102, A Three Strap Pump, Patent Leath- 
Leste. yy ay - gay re ie na er, Dull_Kid Top, Full Louis Heel, Jet Ornament 





Sport Shoes, 
both high and 


low cuts. 


Strap Pumps, 
attractive Co- 
lonials. 





Style No. 892 
Last No. 96, White Canvas Oxford, Kid Trim- 
med, Ball Strap and Tip, White Rubber Sole. 






































f; Johnson Bros. Shoe Mfg. Co. 


HALLOWELL, MAINE 
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AN AUTOMATIC TOOL—METAL ORNAMENTS 
WITH PRONGS—-NO SEWING 


ONE GIRL CAN MOUNT 3 TO 5 CASES PER HOUR 
ISN’T THIS A SAVING ? 


As SRCIELE OTS 


6 TAME AS wel SE ames 








Send for samples and a tool will be included in 
our shipment. 














Many manufacturers of growing girls’, misses’ and chil- 
dren’s shoes, use metal ornaments in large quantities. 
These formerly had to be sewed on—a process which takes 
time. 


We have a special line of shoe ornaments that are made 
with two prongs for attaching instead of two sew holes. 
This idea we originated and developed ourselves. 


The prices are low, permitting of their extensive use— 
either with or without bows. Metal ornaments are not ex- 
pensive and give added attractiveness to ANY line of shoes. 


The Metal Products Corporation 


200 Thurbers Ave. 


PROVIDENCE, R. I., U.S.A. 











4 


In 
Button Attaching 


Machines 


A Button Attaching Machine 
that gives you the greatest 
working efficiency. 


Model D. absolutely--and this is 
Isbam the machine that will be 


eee the most profitable to you 











Econc mical, strongly made, this 
machine means quicker service 
in your store—and this means 
some sales. 


This machine is absolutely per- 
fected, and resets or adjusts 
quickly the buttons on any 
shoe. 
Write today for complete 
folder that tells the 
whole story. 


INDEPENDENT BUTTON FASTENER 
MACHINE COMPANY, Inc. 


Chicago Office HOME OFFICE St. Louis Office 
208 No. 5th Avénue BOSTON, MASS. 212 Victoria Bldg. 








[| QUALITY || || SERVICE | 

















FOUR CARDINAL POINTS 


that make 


NORWICH FIXTURES 


The standard to go by 


Catalog No. 19 


now ready. Send for your copy 


The Norwich Nickel & Brass Co. 
NORWICH, CONN. 


Salesrooms 
NEW YORK BOSTON 
712 Broadway 26 Kingston St. 




















| FINISH _ || || ADAPTABILITY | 
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DRY- 
SOX 





THE GREAT 
WET-WEATHER 
SHOE 
Solid Oak 
Full Tanned Heel 
Leather Extra “io 
Made in — 8 
Twelve i 
Animal Parchment 
Handso me (Pig’s Bladder) 
Styles Animal Parchment (Pig’s Biadder) 


Inside Cork Filling 


Rubber welt sewed in with 
leather welt keeps out dampness 


THE SEASON IS NOW ON. Do not miss the trade-creating opportunities that the DRY- 
SOX Shoe gives you. Nothing in the shoe business will pull bigger or more profitable trade. 
It’s the shoe most people want. No trouble to turn your DRY-SOX stock into cash quickly 
and profitably with the Selling Helps we furnish you. DRY-SOX Shoes give absolute satis- 
faction, because they afford perfect protection against rain, snow and slush. 


CUT OUT AND MAIL TO-DAY 


This season’s DRY-SOX business is tremendous; get 2° nn enennnnnnnnencnens 





in on it and reap the profits. Send for Style Bookand ¢ 1° Nivaes wi B.8S.R. 
Selling Plans. Coupon attached for your convenience. + pease send me DRY-SOX Style Book and particulars 


= regarding the DRY-SOX line. 


F. MAYER BOOT & SHOE CO., Milwaukee, Wis. = so eccsee 
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LINCOLN SHOES 


WITH 


NEOLIN SOLES 


—and this tag guarantees 
them to be Neolin. 


5 BOYS’ STYLES 


IN-STOCK FOR 
IMMEDIATE 
_ DELIVERY 


Made with a full middle sole, Good- 
year stitched, waterproof. 
Easy on the feet 











Neolin 


f Betterthan Leather 
——the trade symbol for a quality product of 


The Goodyear Tire & Rubber Co. 





Akron, Ohio, U. S. A 








No. $308 ORDER FROM No. 3306 
3309 Little Men’s Gun Metal Button, 3306 Boys’ Gun Metal Bal, Mat T 
Mat Top, NEOLIN Fibre Sole, THIS PAGE NEOLIN Fibre Sole, Full Sole 
Full Sole Leather Middle Sole,  |_Ee Middle Sole, Dartmouth 
Harvard Toe, 8-13%........... $1.60 No. 3311 pS BE Sore Keer, & ee eee $2.00 
3310 Bowe. Gan Metal Blucher, Mat Top 3311 Little Men’s Gun Metal Diamond 3308 Boys’ Gun Metal Button, Mat To 
Foxed Blucher, Mat Top, NEO- NEOLIN Fibre Sole, Full -Sole 


LIN Fibre Sole, Full Sole 
Leather Middle Sole, Brown Toe, LIN. Fibre Sole, Full Sole Leather on Middle Sole, ‘Brown Toe, 


MARSTON & TAPLEY CO. iia" 


$2.00 Middle Sole, Harvard Toe, 8-134 $1.60 «Gockel ccc cece cece ecu ccuece $2.00 


The Waster Builder of 
| Stylish Welt and McKay 


1 Novelties for Women 


The demand for the ultra modish foot- 
wear has become a permanent factor in 
the merchandising of shoes. 


' P. J. Harney’s line has the latest style 
trends incorporated in shoes that are 
priced to sell to the majority of women. 


And behind them a builder that for years 
has specialized on just this kind of foot- 
wear. 


SEE THIS LINE BY WRITING THE 


|P. J. HARNEY SHOE CO. 


LYNN MASS. P. J. HARNEY 
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PR a Rokk matteo 





A306—Women’s Glazed Kid 7%- . D139—Women’s Mat Kid Fifteen- 
inch. Fourteen Butt plai Batton, 74-inch golden brown top, 


n toe, 
2-inch leather -Louis heel, welt, State * ra toe, single sole, 2-inch leather . 
Street Last, B width, sizes 3-7; D heel, . imitation turn, State 
width, sizes 244-6, 3-73-8 - $3.60 1ée p O e Street Last, B width, sizes: 3-7; D 


t : 
| ; —  “MAXINE” ) | eee 
| 


b] 


It’s a money-making proposition for you to do so.. With ‘‘ Maxine’ 
Shoes you get the very best of the season’s novelties in women’s fine 
footwear, shipped as needed. This insures having the popular styles 
in stock at the height of their popularity and enables you to get this 
profitable business without risk of overstocking and trying to guess 
months ahead on what the right styles will. be. 


*“Maxines’’ are money-makers 


Send for: Catalog 


Drow Dass Gowganagbas. 


Manufacturers 





8T. LOUIS, U. S. A. 





























LATEST RETURNS aT Te 
FROM EVERY [i Sie ad 
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he BEACON 
wins In every state 
in the union 


F?M.HOYT SHOE CO. 
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There are today, nearly 5000 dealers 































inthis word BEACON ts strong and deep- >= .. 
rooted. Customers realize that back of the =>. 
name is a ten-thousand-pair-a-day line of <= x orn. 

MENS and BOYS GOODYEAR WELTS <=> 
that are honestly-made, stylish and fullof ~~ ~~. 
real value | 


Write for catalog and exclusive agency plan. | ~ 
“BUILD YOUR Business WITH DEACONS | 


MANCHESTER.NH. 


operating Beaconized stores. Ne 
They found- as you will-that the agencu | +. we 
at for a trade marked,nationally-advertised 1a Fo 
named shoe isa valuable asset-that the name a ——) Nee : 
BEACON invariably acts as a powerful selling Ym ze iN 
argument. | Boe 
The confidence of the shoe buying public ==> — | 
Or | 
| 
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; Geuld-Lee & Webster Shoe Store Rochester, N. Y. 
Chairs by 


AMERICAN SEATING (OMPANY 


General Offices, 1016 Lytton Biulding, Chicago, Illinois 


PERMANENT EXHIBITION ROOMS IN ALL PRINCIPAL CITIE* 
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The illustration shows 
an attractive shoe store equipped wi.h 
Sanitary Opera. Chairs 
the modern shoe store seating. 


Some of the advantages over settees 
and individual wooden legged chairs are 


Greater Seating Capacity 
(Chairs interlock) 


Greater Comfort 
(Spring, stuffed or full roll plain seat) 


Superior Designs 


Economy 


(Plain wood or upholstered opera chairs 
cost about one half price of correspond- . 
ing wooden legged chairs) 


Indestructibility 


(Opera chairs guaranteed against break- 
age. Wooden legged chairs and settees 
break easily) 


Rigidity 
(Opera chairs have heavy metal uprights 
fastened to the floor) 








PUT 





The New Style Arctic Buckle «“SURE-LOCK” operates just exactly the opposite trom 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 





it 
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Noy. 4, 1916 THE GREAT NATIONAL SHOE WEEKLY 59 





HONEYCO} 
are 





easons leadi ode 










ITH the short skirt style unabated and 
the consequent necessity for footwear 
on a fashion par with garments—Honey- 

comb Cloth Topped Button Boots stand out 

pre-eminently as the highest style now on the 

American market. 

The economy of fabric tops—plus the charm of the new 

greys, browns and castors—plus the unequaled grace and 

refinement of the button boot—make this a seasonable 
opportunity that retailers all over the country are not 
slow to grasp. 

Stock this high style combination for Winter and get the 

full selling value of a fashion opportunity seldom equaled 

and never before surpassed. 
















Order from your manufacturer now—or you will 
miss the opportunity. 






J. EINSTEIN, Inc. 


Largest shoe cloth operators in the world 


176 William St.. New York City 


BRANCHES: 
Boston, 32 South St. 
St. Louis, 321 North 14th St. 
Montreal, 148 W. Notre Dame St. 


i ae eee 
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The H & F Shoe for Men comprises 
a line of exceptional merit. Any 
selection from our liberal number 
of samples will assure unsur- 
passed values. 


““ EVERYTHING NEW THAT’S GOOD” 


Howard & Foster Company 


Makers of Men’s Shoes for Particular Purchasers 


Brockton, Mass. 


Retailers Have Found That Weber Bros. Shoes 


are good shoes and that they come good, season in and season out. And so 
they stick to this line that they can depend upon for their legitimate profits. 


The Famous 


“Wat hastyé 


Shoe £7 KEL 


Men’s Goodyear Welts - i ip oe - From $2.25 to $3.50 


WEBER BROS. SHOE CO. = NORTH ADAMS, MASS. 


BOSTON OFFICE NEW YORK OFFICE KANSAS CITY, MISSOURI, OFFICE 
183 Essex Street, Room No. 305 436 Marbridge Building, 1328 Broadway 429 Ridge Building 
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Even A Blind Man Can See 
the Retail Selling Value of these Nine Julia Marlowe Styles-- 


Selected at random from our new line. Write for our salesman or 
samples before placing orders for Spring delivery or for immediate making. 










8716 Turn, Tobasco 
Brown Kid Pump, 












pe 1 Welt Ma- 











Ch I t, 16-8 ogany, 

Half. ye " aedher veces ane ial MoKey. pees 
Heel. 3.00 ace Hoot Ku id Pump, rt Last, 
ee $ ber Sole, 8-8. 8-8 Heel. $2.16 












Wing Tip. $3.50 











3891 









Field Mouse 
Vamp, Tobasco 
Strap, Turn 
16-8 Vanity 







2923 







3891 Welt, Tobasco 
Brown Kid, Lace Boot, 
16-8 Heel. $4.25 

















2923 Turn Button 
Boot, Battleship Gray 
Vamp, Pearl Gray Top, 
16-8 Vanity eel. 
$4.50 






1531 McKay 
Black K i d, 
White Top 
Lace Boot. 

$3.75 









4696 McKay Patent 
Pump, 16-8 Half Louis 
Lanter Heel. $2.10 


7 









8216 Turn, Mat Kid 
Lattice Pump, 16-8 
Half Louis Leather 
Heel. $2.75 


Exclusive Makers H Milwaukee 
Julia Marlowe Shoes } } * Wisconsin 
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>> 2. 


10 Karat Gold Front 
Shoe Buckles 


Plain Polished Yellow Gold Plain Polished Greén Gold 
Plain Dull Yellow Gold Plain Dull Green Geld 
m4 
* ‘The Grnamentation may be either Engine Turned, Hand En- 
grayed, or Chased, or if you prefer they may be perfectly plain. 
a % 
4 at us have a inquiries, that we may show you camnpiles or 
send you our leaflet 








Harrison’ Jewelry Company 


MANUFACTURERS OF 


Jae and School Sts. 


Coburn 


Trolley Ladders 


are simple, ef- 
ficient, inexpen- | 
Sive, saving time 
in sales effort. 


Get estimates--- 
send us a rough 


store _ interior, | 
showing shelves 
to be reached and | 
let us tell you the 
cost. 


Catalogue on re- 
quest. 


JEWELRY 


Attleboro, Mass. 





Trade-marks in Foreign © 


Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 


American Countries and also in Europe, Asia 
and Africa? 


Certain Foreign Countries award exclusive 
trade-mark. rights in a trade name or mark to 
the first applicant, irrespective of prior use 
by another. This allows the piracy of valu- 
able trade-marks in such countries. 


The Shoe Manufacturer maintains a Pat- 
ent and Trade-mark Department fully 
equipped’ to promptly handle your applications 
for Registration of Trade-marks in all For- 
eign Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 179 South 
St., Boston, Mass. 
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AN ADVANCE IN 


THE PRICE OF , 


Ith M 


we HAS BEEN MADE == 


This is due to the increased cost of every 
component part of these shoes 


We are making this announcement in order that the retail 
trade may know that “Truwear”’ quality will be main- 
tained at its original standard. 


The fair minded retail shoe merchant appreciates the fact 
that during the last two months there has been a very de- 
cided advance in the price of practically every material 
that goes into ““Truwear”’ shoes. 


We have found it impossible to sell ‘““Truwear” shoes at 
former prices and still maintain the quality. 


So we have advanced the price, keeping the quality ab- 
solutely the same. 


Jobbers have been notified of this advance in prices. 


Should the prices-of materials decline in the future the 
price of ““Truwear”’ shoes will be likewise reduced. 


This is the line of shoes that carries a 50c 
rebate on every discarded pair 








HERE IS THE LIST OF JOBBERS THAT. SELL ‘*‘TRUWEAR.” SHOES 


American Hand Sewed Shoe Co..... Omaha, Neb. Norton, Berger Shoe Co........ Little Rock, Ark. 
Anderson, Dulin, Varnell Co... .. Knoxville, Tenn. Pee... is Soe. Philadelphia, Pa. 
Bowne, Gaus Shoe Co............. Utica; N. Y. Parker, Holmes & Co............. Boston, Mass. 
Mi he PME A ov ho ko os 08 kos New York City BT, BI MN atk soos soe oe York, Pa. 
Crowder, Cooper Shoe Co. .. .. Indianapolis, Ind. Rindge, Kalmbach, Logie Co., Grand Rapids, Mich. 
Claflin, Thayer & Co............ New York City Nt Ee ac ce. apa as 34 Richmond, Va. 
PRS se > PR "SCR ee een we Portland, Me.’ Stilson, Kellogg Shoe Co......... Tacoma, Wash. 
Guthmann, Carpenter & Telling. .... Chicago, Ill. Stewart, Dawes Shoe Co........ Los Angeles, Cal. 
Cg E> ee eee New Orleans, La. Smith & Herrick Co............. Albany, N. Y. 
Bi. J. Lame Shee Goi. oe Pittsburg, Pa. Western Shoe Co.............5..:.. Toledo, Ohio 
Lehigh Shoe & Rubber Co....... Allentown, Pa. Weimer, Wright & Watkin Co. . . Philadelphia, Pa. 
Chas. Meis Shoe Co............ Cincinnati, Ohio Williams, Marvin Shoe Co. . ‘San F rancisco, Cal. 
Geo..T. Bite @ Ces: we as. Baltimore, Md. Zion Co-operative Merc. Inst. Salt Lake City, Utah 


Farmington Shoe Mfg. Co., Dover, N. H. 


BOSTON OFFICE, 207 ESSEX STREET 


Ruwe>’ “'TRUWEAR” SHOES 'Ruwee’ 





























Use A Perfect Button Fastener 


The Heaton-Peninsular Button Fastener Company have 
perfected an inexpensive and practical Button Fastener 
Equipment suitable for use in stores of any size. 

No Button Attaching Machine cutting wire from a con- 
tinuous coil can make a satisfactory “‘rust-proof”’ or finished 
fastener. 


Our Fasteners are a Finished Product 
attached by 
The Simplest Practical Button Fastener Machines Yet Devised 





Buttons of any size, shape, color or make attached quick- 
ly and perfectly with a finished fastener at every operation of 
the new machines. 

For detailed information 


ASK THE 


HEATON-PENINSULAR BUTTON FASTENER COMPANY 


GRAND RAPIDS, MICHIGAN J 











Easy to drive on. Hard to 
wear off. Made from 
drawn steel. Free 
samples on 
request 













Perfection 


Circlettes 


DELIVERIES 1248 West Third St. 


ing Surface 


They don't scratch floors They do protect 
They don’t wear slippery They do stop uneven wear 
They don’t drop out They do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., @pston, 


5 op Ore) bb 

















FIFTEENTH AND LOCUST STS 
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Tell your repair man | 

to put these heel plates on 

your customers’ shoes. If your 

Jobber can't supply you WRITE US. 

IMMEDIATE NATIONAL SHOE PLATE MFG. CO. 
Cleveland |} 


In the heart of the Shoe and Leather trades 
With the Sharp Shoulder and Broad Wear- Na rwick lelevt ry | 
PRS 








i=) 
on 
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18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


$1LOOQ,Q000,000 


A YEAR 


is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 


United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 


jUDUGROCOGORORUOGCROCSOURRCRODOORORCRCROQCOUOROCCOROROUOCOOROOUCCCCUREUODOGUSUCCRORCCOCRGGOCCORESCGSUCODDOOUGOCUSONGCOOOODOUOCUODOROGGCCSUUOUCOOODOSUCRODOOOUUCUSUSUCUOODOQOUUOOOOOOUSOOUCUUQQOUODUOQUGOQUOUUGOOUUGGODURUOOOUORNGRRRNRRK~ 


SPNCHMCLOUUGUUGOUNLOUGUONEHOUCOOOUCOUGHOUGUOUGUOUGOOUGOOUSOOEUOOUGOUCHOUGUOUGOUSUOUCOUCEOOUGOUCOUGOUUDOUSOOUSOUODOUODOUSUOCOOUCOUESOUUGOUONOOUSOOUGOUCOUCLOUAOOEQOUUCOUCUOEUOOUOOUOGOUSOUOGOUCONONOUOOOUGOOUSONOGUCOONOOUEOONOOONOONOONOGS 
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BOSTON 
U.S.A. 


AMERICAN 


a first quality brand of rubbers that all 









dealers should have on hand. 





**American’’ rubbers satisfy the con- 





sumers. They are built on lasts that have 





all the beautiful curves of the up-to-date 






styles of leather shoes. 






American Rubber Company 
Boston, Mass. 





a — — — _—- 
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Boots and Shoes 


The little spurt of business last week, caused by 
the snow in the central West, and similar precipitation 
further East later, has been followed by a somewhat 
more general demand from the retail shoe merchants 
on the jobbers. It seemed like an earnest that Winter 
would come, sooner or later, and the procrastinators, 
who had waited until the snow was actually present 
evidently concluded it was time to buy. 

Jobbers have received only a portion of the rubber 
goods they ordered away back in the Spring. The 
policy of the manufacturers, since they found them- 
selves unable to fill all September Ist orders on that 
date, has been to parcel out their production propor- 
tionally, giving some goods (in fact the same per- 
centage of their total order) to each customer, enabling 
all jobbers to take’ care of their early trade; and by 
means of steady periodical shipments to them, the 
jobbers have not yet been seriously inconvenienced. 
The mills are running to as large a ticket as their 
facilities will allow. There is stock enough and ma- 
chinery enough, but, unfortunately, the rubber foot- 
wear trade is very largely hand-work, and there is 
great difficulty in getting enough workers to increase 
the output much, if any, beyond present production. 


Tennis Lines 


With the coming of cold weather the demand in- 
creases for those lines of rubber soled shoes used in 
indoor sports and in class rooms and gymnasiums. 
The manufacturers have made special lines for such 
use, and this serves to stretch the demand for “tennis” 
shoes over a larger seciion of the year. Orders for 
regular outing lines, for early Spring delivery are away 
ahead of last year at this date, and are still coming in. 
Some of the manufacturers announced an advance in 
prices on the first of the month. The advance aver- 
aged about ten per cent. 


Crude Rubber 


The c:ude rubber market is in a somewhat anom- 
alous position. Manufacturers of tires, who use nearly 
50 per cent of the total imports are busy right along, 
yet do not seem to be heavy purchasers. The footwear 
trade, which consumes almost one-fourth of the total 
are taking moderate amounts, yet the crude rubber 
importers report a rather light business. Brazilian 
grades are in only moderate supply. The low water in 
the Amazon interferes quite a little with receipts at 
Para, while Manaos finds similar conditions ruling up 
river. There are fair receipts of plantations, and 
these two factors now affect the prices to a greater 
disparity than has existed of late. There are rumors 
affecting the embargo of the British Government and 
the agreements of American importers, which may 
further affect quotations, but it is hoped that the pres- 
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The Rubber Realm e 6° 4 


ent arrangements may be continued until the European 
war is over. 

We quote: Upriver fine, 72 to 73c.; islands fine, 66 
to 67c.; upriver coarse, 43 to 44c.; islands coarse, 30c.; 
caucho ball, 43 to 44c. for upper, 41 to 42c. for lower; 
cameta, 32c.; centrals and Mexicans 40 to 42c.; Guay- 
ule, 32 to 33c.; Massai (red) 53c.; first latex pale 
crepe, 603 to 6l1c.; smoked sheet, 60 to 604c. 


Scrap Rubber 


The only change noted the past week seems to be 
the discontinuance of the disparity of prices in the 
various markets. Dealers in all the leading centers of 
this trade are paying about the same rates, namely, 
9c. to 9}c. for large lots delivered. Supplies are not 
large in collectors’ hands, though it is thought that 
dealers have good supplies, and are holding until re- 
claimers’ needs are urgent. Collectors can pay from 
7c. upward, according to size of lots and distance 
from delivery points. 

Rubber Notes 

William E. Barker, manager of sales of the United 
States Rubber Co., is on a western trip. 

The Goodyear Tire & Rubber Co., is making prep- 
aration for an output of 25,000,000 Neolin soles next 
year. 

A third dividend of 163 per cent will soon be paid 


the creditors of the Consumer’s Rubber Co., of Bris- 
tol, R. I., making a total of 563 per cent. 


The Narragansett Rubber Co., Bristol, R. I., will 


soon occupy its recently completed addition, 88 by 


50 feet, two stories, thereby enlarging its producing 
capacity. 

Exports of rubber from Brazil in 1915 showed an 
increase over 1914. In 1914 the exports were 33,531 
tons, valued at 113,598 contos, and in 1915 tke figures 
were 35,165 tons, valued at 135,768 contos. A conto 
equals $546. 


The National India Rubber Co., Bristol, R. I., is 
enlarging its vulcanizing departments by the erec- 
tion of a brick addition. The vulcanizers are of the 
latest pattern, to be operated under patents controlled 
by the company. 


A company. as been formed at Sherbrook, Canada, 
with a capital of $100,000, unde: the name of the 
Panther Rubber Co., Ltd., with the intention of pur- 
chasing the Canadian business of the Panther Rubber 
Co., of Stoughton, Mass. 


Charles W. Barnes of the New York office of the 
United States Rubber Co., was called to New Glasgow, 
Nova Scotia, by the death of his mother, who was 
visiting there. The funeral was held in Boston last 
Tuesday and the burial at Forest Hills Cemetery. 
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A SHOE WITH A 
STRONG STYLE APPEAL 









It quickly became pop- 
ular and is destined to 
be a steady retailer for 
a long time to come. 


CHESLEY & RUGG 


Men's and Women’s Turn Slippers 


New York Office: 


HAVERHILL, MASS. 


Marbridge Bldg., 34th and Broadway 


RUDGGEROGRCCRRRCRRRRCRRRORREORRRGSEGRGRRRRREREES 


Boston Office: 











89 Bedford Street 
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These shoes are 
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intended for dealers 


who cater to people who demand 
smart city lasts 


Stock No. 557 
GUN METAL CALF BAL 


Biltmore Last, $4.25 


Stock No. 605 
GUN METAL CALF BAL 


_ (London Smoke Buck Top) 
A Wide Sizes 7 to 10 
B Wide i 
C and D Wide 
Biltmore Last, $4.75 


Stock No. 610 


BLACK KID BAL 


(Glazed Kangaroo Ti 
Sees 7to 10 
Sizes 6 to 10 


Student Last, $4.00 


Stock No. 611 


GLAZED KANGAROO BLUCHER 
A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 6 to 10 

Clyde Last, $4.00 


Stock No. 600 
No. 26 MANSGAnY RUSSIA CALF 
Sizes 7 to 10 
Sizes 6 to 10 
C and D Wide Sizes 5 to 10 
Biltmore Last, $4.50 
Stock No. 607 
No. 26 MAHOGANY RUSSIA CALF 
Ne Neolin Sole, O’Sullivan Rubber Heel) 
Wide Sizes 7 to 10 
B Wide i 


C and D Wide 
Sta 


Stock No. 606 
No. 26 meets ~:'¢ RUSSIA CALF 


(Match Buck Teo). eete 
izes 


A Wide 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last, $5.00 


Stock No. 602 
No. 16 COFFEE BROWN RUSSIA 
CALF BAL 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 
Biltmore Last, $4.50 
Stock No. 555 

No. 14 RUSSIA CALF BAL 
A Wide Sizes 7 to 10 

ide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


The above shoes are in stock, ready for immediate delivery. You 
can have them branded or unbranded.---‘‘As you like it.” 


M. A. PACKARD CO. 
MAKERS 
BROCKTON, MASS. 


BOSTON, 60 SOUTH ST. 


NEW YORK: 
127 DUANE STREET 


CHICAGO: 
302 LEES BUILDING 
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No. 4920 

Black Kid % Vamp 

White Kid Eight-Inch 

Top, 16-8 Leather Louis 

Heel, Close Edge Good- 

year Welt. AA, A, B, C. 
$5.50 


No 4977 

Same in Turn Sole with 
16-8 Full Louis Wood 
Heel, with Aluminum 
Plate. 
AA,A,B,C - $5.25 


CWUUUUCTCEEHACETCRAOERTOUPOE LUCCA TTT TUNA S| 


TTT MMMM TTT 


Our new classy folder shows nine more 
" just as nifty. 


THEY ARE READY 


MMMM MTT 


JAMES CLARK COMPANY 
SAINT LOUIS 


—Shoe Novelties— 
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‘CLEVELAND'S SUPERB 
OIL SHOE POLISH 











The Dealer’s Delight 
For it Sells at Sight 


Black, White and Tan 
in the Little Brown Jug 
$2.00 Doz., $21.00 Gross, F.O. B. Boston 


Alden T. Cleveland Mfg. Co. 


Boston, Mass. 


SSUREERORGRGDUOROROGORGGRRORORRRER 








iShakenpeare 
Shoe Store Chairs 


z = Occupies 
= = Smallest 
= = Store Space 


s = Most Practical 
= and Su ul 


Ey Seating Ar- 
= rangement 
= Ever Planned 














: Write for Catalog 

= The C. F. Streit Mfg. Co. : 
= 1047 Kenner Street ; 
= On every piece. CINCINNATI, 0. On every plese = 
al UT 
au SGeeee 

= Trade Marks in Foreign 

i Countries 


Do you Realize the wugsnane of Protecting your 
Foreign Trade in Cuba, Mexico, the South Amerian 
Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark 
rights in a trade nam eor mark to the first applicant, ir- 
respective of prior use by another. This allows the 
piracy of valuable trade-marks in such countries. 

The Shoe Manufacturer maintains a Patent and 
Trade-mark Department fully equipped to promptly 
handle yom applications for Registration of Trade-marks 
in all Countries, as well asin the United States, 
Address all ies to Boot and Shoe Recorder Patent 
and Sreloen Department, 207 South St., Boston, Mass. 
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470—Paisley Kid Top of 
Web Design _— Patent 
Ven, So-Sha High Arc 
Turn, Leather Louis Heel. 











The Saturday Ecening Post 
Philadelphia 





Shocs Very New, Very Rich, Very Distinetive 
with comport such as wou hates never orem befere 


THE KKOHN. FECHHEIMER CO. 
at 


*- 559 Dandenive 5 





‘Model No. 472—The ‘‘Centana” 
Pump, yt with Paisley Kid 


: . Quarter Leaf Design in a 

465 — White Kid Lucerne Combination of Slate and Taupe Shades, 

Crimped Vamp Pump, Our New Patented aed — Kid Vamp, Amo High Arch 

Heel—Leather Louis White Kid Covered, Turn, Our New Patented Heel— 
Amo Last, Turn......... ....Price $4.50 atthe Louis Kid Covered to Match. 


Price $5.00 























Pun 
Wel 




















| This week another smashin 


drive on your community! 


Another full page in the Saturday Eve- 
ning Post Campaign that is winning 
new customers for Red Cross Shoe 
Stores everywhere. 


“My sales have increased wonderfully,” writes a 
dealer who this season is carrying Red Cross Shoes 
for the first time. “Your advertising is the greatest 
business-builder ever put behind a woman’s shoe.” 


Details of this season’s campaign are contained in 
our “Triple-Link Sales Chain” portfolio, which will 
be sent on request.. It describes a plan of intensified 
retail selling that will interest you. Write for it. 


The Red Cross Shoe for Spring offers a wonderful 
line of styles—every last, pattern and material, every 
feature and combination that is worth while. Es- 
pecially noteworthy are the new Paisley Kid Boots— 
a real sensation in shoe circles. This beautiful new 
material is a real sales-winner wherever shown. 


And Now—A New Patented Heel 


A radically new invention—a kid covered Louis heel of 
leather to supplant the Louis heel of wood. Light 
and airy, neat and smooth, exactly like a wood heel 
in appearance, yet it is extraordinarily sirong. No 
more breaking, cracking or coming off—it is the per- 
fect solution to your wood heel troubles. 


This new heel we have fully covered with patents, 
which gives us alone the field on this improvement. 
Ask our salesman to show it to you when he calls, or 
write for a full explanation of its construction and 
advantages. 


‘*Every Style Worth While’’ 


Perhaps no one has as yet secured the Accredited 
Agency for the Red Cross Shoe in your town. Look 
into the Red Cross proposition—ask to see the new 
line for Spring; you are overlooking a wonderful op- 
portunity if you don’t. 


The Krohn-Fechheimer Co., Cincinnati, O. 





| (Toss 


Model No. 463—Dull Kid Shemoga 
Pump, Leather Louis Heel, Amo Last, 
WIE GE TUR 6 6h... 2c concn Price $3.10 Turn 





- Bh - 


a - 








Model No. 466—Patent Misipi Colonial, - . y | ati 
Amo Last, Leather Louis Heel, Welt or F Sa with P ey! Kid Leaf ————- in a 
ps eI iy Price $3.10 ombination of Slate and Taupe Sh 





** Bends with your foot’ 
Trade Mark 





Model No. 471—Beautiful Extra High 
Lace Boot, with Vamp of Patent Leather, 


ades, 

ha ~— Arch Last, Welt or Turn, 
Our}New Patented Heel— Leather Louis 
Kid Covered to Match...... Price $6.50 
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Shoe Beauty Is Just 
Eyelet Deep 


THE LACE SHOES CEASE TO BE 
NEAT OR DRESSY WHEN THE 
EYELETS FADE, CHIP, TARNISH 


THE WOMEN’S SHOE OF TO-DAY 
IS ESSENTIALLY AND ENTIRELY A 
DRESS SHOE. 

REFINEMENT OF APPEARANCE IS 
OF THE GREATEST IMPORTANCE. 
EYELETS ARE A MINOR FACTOR IN 
SHOE COST BUT ARE OF GREAT- 
EST IMPORTANCE IN MAKING SHOE 
VALUE. 


Insure the Permanency of Good Looks by Using 
Diamond Brand Fast Color Eyelets 


UNITED FAST COLOR EYELET CO. 
BOSTON, MASS. 
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In Centers of Shoe Manufacture + +« +¢ 


MARKETS—STYLE DEVELOPMENTS—NEWS 


ST. LOUIS 


Sold Fifteen Million Dollars’ Worth 


The fiscal year of the Brown Shoe Company closed with No- 
vember 1 and the totals are being made up for the bonuses which 
department heads and others are to receive as a result of the 
profit sharing plan which was inaugurated with the beginning 
of the year. The total shipments for the year will, it is expected, 
run between $14,000,000 and $15,000,000. 


Production Figures Show Increase 


The McElroy-Sloan Shoe Company has run its Lifeline plant 
output up to 2,000 pairs per day of stitchdowns and barefoot 
sandals, while the Billiken plant is running 
at the rate of about 3,000 pairs per day with 
large orders ahead. 


Capital Increased for Business 
Expansion 

The Kaut-Reith Shoe Co., operating its 
plant at Carthage, Mo., has increased its 
capital stock from $50,000.00 to $300,000.00 
in the furtherance of plans for the extension of 
its business. It will proceed at once with the 
erection and equipment of additions to its 
factory. Two wings, to be built at once, 
with the erection and equipment of additions 
to its factory. Two wings, to be built at once, 
will be devoted respectively to the manu- 
facture of welts and turns. Later, factory 
capacity will be added for the manufacture 
of soft sole shoes and McKays. President 
Chester F. Reith has announced as the pol- 
icy of the company an intention to confine 
its operations entirely to the manufacture 
of children’s footwear, of such materials 
and workmanship as to command the high- 
est market price. The extension of the op- 
erations of the company has been brought 
about by the marked success of the play 
shoe lines already made by the company and 
widely distributed through the country 
by established distributing agencies. 


W. M. Sloan Honored 


W. M. Sloan, of the McElroy-Sloan Shoe Co., has been made 
president of the St. Louis Church Extension and City Mission 
Society of the Methodist Episcopal Chutch, South. Mr. Sloan, 
who has been active in church work, will hold this office for the 
ensuing year. 

G. E. Keith Arranges New Leases 


The Geo. E. Keith Co., which has maintained a distributing 
house in St. Louis at 1117 Locust Street, has signed a lease for a 
new 4-story building to be constructed for the company at 1521 
Washington Avenue, which will be occupied as a distributing 
house for the South and Southwest after it is completed. The 
transaction was closed by Geo. E. Keith in person, who visited 
St. Louis last week for the purpose and decided to maintain the 
distributing house at St. Louis, although efforts had been made 
to induce him to remove it to Chicago. The new building will be 
of concrete and will provide ample floor space for the operations 
of the company in St. Louis. During Mr. Keith’s visit he also 
completed lease arrangements for a four-story building at 612 
Olive Street, which will be the headquarters of the local retail 
establishments of the Keith concerns. 





Extra high lace boot, blue Paisley 
kid vamp and quarter, top the 
same, with light gray web design, 
So-Sha high arch last, made as 
welt or turn, covered heel to match. 
Selected from line of Krohn-Fech- 
heimer Co., Cincinnati, Ohio 


H. M. Swope Shows Public Spirit 
Horace M. Swope, of the Swope Shoe Co., a well known figure 
in the retail shoe business of St. Louis, has been particularly 
active during recent weeks in promoting the issue by St. Louis 
of $3,000,000.00 of bonds for the construction and equipment 
of new school buildings. Mr. Swope has been acting as secretary 
of the Citizen’s School Bond Committee and under his direction 
a very active campaign in behalf of the bond issue has been car- 

ried on. The final vote will be taken November 11. 


New Offices and Sample Rooms Planned 

The Filsinger-Boette Shoe Co., which has been occupying 
quarters at the eastern end of the St. Louis wholesale district 
on Washington Avenue, has leased a new location at 1312 Wash- 
ington Avenue, which it will occupy as its 
down town office, sales and sample rooms. 
Possession will be taken of the new quarters 
about January 1. The company, which be- 
gan business about seven years ago, with a 
manufacturing capacity of only 100 pairs 
per day, now occupies a three story factory 
building with a daily capacity of 1500 pairs. 
The company has made a specialty of ex- 
porting to the Latin-American countries 
and President E. B. Filsinger is an expert 
in export business, so much so that he re- 
cently compiled and wrote a book upon ex- 
port trade which has met with a warm re- 
ception from those acquainted with export 
problems and the need for the education of 
exporters in the details and technicalities 
of that type of business. 


J. T. McDonald with Lund-Mauldin Co. 


The Lund-Mauldin Co., established about 
two years ago for the manufacture of fine 
shoes for men exclusively, has acquired the 
services of J. T. McDonald, who was for 
many years in the finishing department of 
the Stacy-Adams Brockton plant. Mr. 
McDonald has taken charge in his new field 
of action at the Lund-Mauldin plant at 
Highland, Ill., which is now being run to 
capacity to meat the demands of the trade 
which the company has built up. 


A Notable Wedding 


L. C. Hermann, president of the Hermann Oak Leather Co., 
of St. Louis, gave his daughter, Mis Alice Hermann, who was 
married October 26, to Milton C. Kahle, one of the most elabor- 
ate weddings which has been had in St. Louis in recent years. 
The affair is said to have cost Mr. Hermann in the neighborhood 
of $25,000.00, in addition to a gift of $15,000.00 in the form of 
a check for that amount presented to the bride on her wedding 
day. The wedding was held in a tent on the lawn in the rear of 
the house of Mr. Hermann, this having been made necessary 
by the large list of invited guests. The tent was decorated in 
tropical fashion and was made comfortable despite the chilly 
weather by a specially devised heating arrangement. The house 
was also handsomely decorated and the reception after the wed- 
ding was very largely attended. 


Shoe Store Robbed 


The shoe store of Albert and William Polsky, 2618 Cass Ave., 
St. Louis, was robbed by three armed men who held up the two 
brothers last week and took about $100.00 from the cash register. 
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ORES Bic ccccecsscccccccessd $2.85 


Women’s Perfection Welt, McKay 
Boot, Dull Calf, Lyric Last, Mat Kid 
Top, "Thr uarter Fox, Button, Tip, 
1%-inch Hee . ae 2% to7 :C, 334 to 
7; D, 2% to 7. 


sider. 








Los Angeles Office 
319 Story Bldg. 
Los Angeles, Cal. 

C. G. MeAtee, Rep. 


Women’s Black Glazed Kid Welt 
Boot, Kid Quarter and Vamp, 8-inch 
Height, Madison los t, Black Satin 8-inch Height, Tenttetion Wing Tip, 





$4.00 


Top Facing, Fudge Edge Welt, Plain b 
Toe, 17-8 inch kh. Louis “ a ms —_ igs Stay, : 
— Walt. Wood Covered Half Louts Heal % 


AA, 4to 7; A, Png hy B, 2% to 7; C, 


244 to 7; D, 214 to 


Follow The 
Lead 


Of many retailers who 
are reaping a harvest 
of profitable business 
on these and our other 
styles in stock. 





To you, as to these others, our service 
means right styles on a sizing basis. 
quick turnover proposition you should con- 
May we have the opportunity to 
demonstrate our ability to please you---this 
season? 


——UTZ & DUNN CO.—— 


ROCHESTER, N.Y. 


New York Office 
200 Fifth Ave. 
Fifth Ave. Bidg., Room 405 
8. A. McOmber, Rep. 


Women’s Welt Boot, White Delhi 
Calf, Touraine Last, Whole Fox, Lace, 














BE Pighae bet sedekassdeened $2.75 


Women’s Flexible McKay Boot, Pat- = 
ent, Regent Last, Black Cloth’ Top, 
7-inch -y ht, Button, Patent Circular 
aw and Back S$ Stay, Plain Toe, Short 
Vamp, Leather Half Louis Heel. B, 
2% to 7; C, 2% to 7; D, 2 to 7. 


It isa 
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Because William Polsky was slow in raising his, hands, one of the 
men hit him with the butt of his revolver, inflicting a severe 
wound. Nothing was taken except the contents of the register. 


Associated Advertising Clubs of the World 


The Executive Committee of the Associated Advertising Clubs 
of the World met in St. Louis October 30 and 31 to take up the 
preliminary details for the annual national convention of the or- 
ganization to be held in St. Louis in June, 1917. The work of 
preparing for the convention, which has been under preliminary 
headway in the hands of the local Advertising Club, will be given 
new and specific direction as a result of the decisions of the Ex- 
ecutive Committee as to details upon which the St. Louis club 
has been waiting before taking further steps in the convention 
arrangements. Included among the visiting advertising men was 
Herbert S. Houston, president of the national organization. 
During his stay he was guest of honor at a dinner given by the 
St. Louis Advertising Club at the Missouri Athletic Association 
Club house at which John Clark Simms of Philadelphia was 
principal speaker. 


CHICAGO 


Registered at La Salle 


Shoe salesmen registered at hotel La Salle last week included: 
F. I. Hilliard, A. L. Briggs, R. W. Marshall, R. L. Summers, 
Geo. A. Learned, and C. T. Grinnell, all of Boston, E. A. Luedke 
of Milwaukee, Chester Heywood of Worcester, Mass., and E. 
Albert of Brooklyn, N. Y. 


Coens Buys Ruppert Interest 


Barney Coens has recently purchased the stock which Mr. 
Ruppert formerly held in the Ruppert-Coens Company, and is 
now entire owner of Ruppert-Coens stores in Chicago. He 
makes the statement that business is so good that it is almost 
impossible for him to find time to sleep. 


Shoe Factory Closes Its Doors 


The L. W. Shoe Co. of Eau Claire, Wis., closed October 20th 
for an indefinite period. It is not known when or whether the 
business will be reopened as Manager Wm. Weinberg has found 
the labor problem a serious one, and he has left Eau Claire 
to get a much needed rest. 


Western Wholesaler’s Officers 


W. M. Shone, of St. Louis, has been re-elected president of the 
Western Association of Shoe Wholesalers at the annual conven- 
tion at Grand Rapids, Mich. W. F. Lyon of Cleveland became 
vice-president, F. W. Campbell of Chicago, secretary. A resolu- 
tion calling upon President Wilson to pass an embargo on all 
hides, skins and leathers was adopted. 


The Salesman Who Refused a Raise, and Why 


Dave Marks, a salesman for O’Connor & Goldberg of Chicago, 
has been arrested on a charge of stealing $5,000 from his employ- 
ers. Messrs. O’Conner & Goldberg are said to have been so 
pleased with Marks’ work and found him such an excellent 
salesman that on several occasions they offered to raise his sal- 
ary, but every time they were turned down, because, as he is 
alleged to have said: ““My wife is an heiress. She has plenty of 
money. The only reason I work is to keep my hand in.” It is 
stated that Marks kept duplicate sets of salesbooks and that the 
slips turned in to the cashier from the regular books represented 
only a portion of the sales. 2 


H. L. Nunn Endorses Wilson 


Henry L. Nunn, Milwaukee, member of the Nunn & Bush 
Shoe Company, has issued a letter to the company, to members 
of other manufacturing concerns, and to his personal friends 
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urging them to vote for @Voodrow Wilson for president at the 
November election. Mr. ‘Nunn declares that the president has 
been just in his dealings with all, and that above all the nation is 
at peace and the country prosperous. 

One paragraph of his letter reads: 

*‘As between President Wilson and Mr. Hughes, I shall vote 
for Wilson, not because he is a democrat, but for the reason that 
I believe that he, more than any other man in public life, is 
qualified to lead the country in the paths of progressive thought.” 


Death of E. P. Dehler 


Edward P. Dehler, formerly of Louisville, Ky., but for a 
number of years head of the Dehler Shoe Manufacturing Co., of 
St. Joseph, Mo., died suddenly in Iowa City, Iowa, while on 
his way to the railway station. Mr. Dehler: was fifty years of 
age. He left Louisville while still a young man, and started a 
shoe shop at St. Joseph, which later developed into a factory for 
children’s footwear. At the time of his death Mr. Dehler was 
traveling for the Belleville Shoe Co. of Belleville, Ill. 


Harris-Emery Co. Buys Midwestern Shoe Stock 


The Harris-Emery Co. has purchased the entire stock of the 
Midwestern Shoe Co., wholesalers, Des Moines, Iowa, following 
the Midwestern’s recent receivership. 


The purchase is one of the largest shoe transactions in ‘Des 
Moines business history. It is reported that the stock changed 
hands at about two-thirds of the current wholesale prices. 


CINCINNATI 


Move for City Association 


' On Wednesday, October 25th, H. Serkowich, secretary of the 
Retail Stores’ Association of the Cincinnati Chamber of Com- 
merce, called a meeting of the members, and at the same time in- 
vited the shoe merchants and managers of the different shoe de- 
partments in the city. At this meeting a dinner was served, and 
the idea of organizing a city shoe merchants’ association in con- 
nection with the Retail Stores’ Association was introduced. Plans 
were made to hold another meeting in the near future. 


Preparing for Convention 


The officers of the Ohio Retail Shoe Dealers’ Association met 
at a mass meeting of the organized mercantile bodies of Detroit 
on last Monday night, October 30th. The purpose of this meeting 
was to draw up plans and work out the details of the Ohio Retail 
Shoe Dealers’ Convention, next March. 


Shoe Line for Denton Store 


On ‘October Ist, the Denton Department Store, one of the 
leading stores of its kind in the city, which is located at 7th and 
Race Streets, opened up a very attractive shoe department, 
with ladies’ shoes exclusively. The department is about 20 by 
40 feet and is made very attractive by mahogany fixtures. It 
is located on the right side of the Race Street entrance, on the 
ground floor. W. Pfeffer is manager and buyer. 


Mrs. Schuh Continues Business 


C. Schuh of the Schuh Shoe Store, 1619 Western Avenue, died 
about a month ago, and left his property including the store, to 
his wife. Mrs. Schuh recently opened the store for business and 
now has it running along very nicely. 


Hub Store is Departmentalized 


The Hub Shoe store, at 1009 Main Street, has recently ac- 
quired more space, having rented the adjoining store, No. 1011 
Main Street, thus doubling the business capacity. The store at 
1109 is handling exclusively shoes for children and women, while 

* the new addition is taking care of the shoes for boys and men. 
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Royal Store Moves and Improves 


The Royal Shoe Store, formerly of 1233 Vine Street, recently 
moved to 1211 Vine Street. They are installing a new store front, 
including the most up-to-date display windows at their new home. 
Wm. C. Danial is manager of the new store. 


Incorporators of New Store 


The records of the department of the State of Ohio disclose 
the names of the incorporators of the corporation under the name 
of The Greater Shoe Company, which was mentioned in the 
“Recorder” last week, as follows: Abraham E. Cohen, Moses 
Cohen, Nathan Cohen, Victor Urbansky and S. Marcus Fech- 
heimer. 

Visitors in the Market 


Among the visitors in the Cincinnati market last week was 
L. Bershon of Toledo, Ohio, representing the Rich Shoe Co., of 
Milwaukee, Wis. Mr. Bershon reports business through the terri- 
tory he has covered thus far as very good, and that conditions 
generally are bright. P. A. Craft of the Crossett Shoe Co., also 
paid a visit to the trade of this city last week. 


Directors of Chamber 


E. W. Burt, of E. W. Burt & Co., shoe manufacturers, Fred 
Timson, of Timson Bros., Boston, shoe wholesalers, and S. J. 
Barnet, of J. S. Barnet & Sons, calf leather manufacturers, Lynn, 
were elected directors of Lynn Chamber of Commerce at its 
recent annual meeting. 


By Auto from Peabody to Philadelphia 


Perhaps the greatest use of an auto for building up sales is 
that made by Hamblett & Hayes, Peabody, dealers in factory 
supplies. Members of this firm leave the office in Peabody at 
8 o’clock in the morning, and drive down Broadway. at 6 in the 
evening. Next day, they run to Philadelphia, visiting tanneries 
there before noon. Then they make trips among tanners of that 
vicinity. 

Some Lynn Market Conditions 

A Lynn manufacturer telegraphed his salesmen last week that 
he had withdrawn all quotations on shoes, and that his goods are 
subject to advances according to market conditions. 

Union sole leather sold in Lynn at 70 cents a pound last week, 
the highest price in history. Quotations on cut soles have been 
withdrawn. 

Royal purple calf leather was offered at $1 a foot, fine fancy 
kid leather at $1 a foot, and a new shade of gray buck leather 
at 80 cents a foot. These are new, high-grade prices. Time was 
when 25 and 30 cents a foot were high prices for leather for Lynn 
shoes. 

Treeing Shoes in Shine Parlor 


A new Lynn shoe shining parlor has set up a machine for tree- 
ing uppers of boots. The machine is just like that used for tree- 
ing shoes in the factories. It is operated by a man who used 
to tree shoes in a factory. 

This machine is proving mighty useful since the fashion of 
high boots among women. With it, the shoe shine artist irons 
the wrinkles from tops of boots, and smooths down the grain 
and makes them look like new. 


A Busy Factory 


Rice & Hutchins Co. factory F., at Marblehead, is making 
2500 pairs a day of turn shoes for misses and children. It was 
started last March. W. J. Clark is superintendent. 

Sale of Shoe Business 


The shoe manufacturing business of the late J. H. P. Chad- 
wick, of Marblehead, has been sold to the Paine Shoe Co., of 
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Marblehead. The Chadwick Shoe Co. will be formed to carry 
on the business. It has been going for 20 years or so, and it con- 
sists of the making of infants’, misses’ and children’s turn shoes. 
Many of its shoes are sent to Cuba. 


Fine Colored Edges 


New enamel finishes for edges of heels and soles are being 
made by Lynn firms that make a specialty of shoe finishes. These 
enamels are made in white, gray, brown, and other colors, all in 
shades to match the uppers. Their use will greatly improve the 
looks of shoes. 


PHILADELPHIA 


Retail Stores Busy 


Practically all retail stores show decided gains for Fall business 
this year, and these gains show not only in increased returns 
in money, which would be accounted for by the average advance 
in shoe prices, but in the numbers of pairs sold. The call for 
novelty styles, especially white and black combinations and 
the colored kid stocks, is notable and the retail people are being 
hard put to it to keep a sufficient stock on hand to meet their 
needs. 

Heavy Buying in Children’s Lines 


“If we had a hundred thousand pairs of stock shoes on the 
floor at the present time in addition to what we have, we could 
find a market for them,” Mr. Parrott of J. Edwards and Co., of 
this city stated recently, which is indicative of the present de- 
mand for stock goods in children’s shoes. 

As to the character of the present demand, he stated, it seems 
to be pretty general throughout all of the various lines. White 
and black combinations are selling very freely, that is white tops 
over patent or dull black vamps, as well as full white shoes, the 
black and staple styles. 


Some Buying Difficulties 


In the Chestnut Street store of the Harper Shoe Co., it was 
stated last week that the calls for tan stocks in both men’s and 
women’s lines is very pronounced, Of course the advance of 
the Fall season is likely to lead forward a call for stouter and 
heavier footwear, of which this is the reflex. 

The matter of buying owing to market conditions is more dif- 
ficult at the present time for the retail man, than formerly. It 
is always necessary to have a shoe at a price because all people 
are not in a position to pay the price that certain styles require, 
and how just to give the customer the greatest value either in 
material or style and still keep within fixed price limits makes the 
work of the buyer one of no little difficulty. 

Of course the volume of business on these more popular priced 
lines is reduced. Many customers are in a position to go forward 
with the forward tendency in prices, but there is that percentage 
whose wants must be met that creates the problem. 


New Women’s Lines 


Wm. H. Weimer, of Weimer, Wright & Watkin, said last week 
that they had every reason to feel enthusiastic concerning their 
lines of colored boots for women, which will be put in stock some- 
where around the middle of the month. These shoes which are 
additions to their Fall line have not as yet been shown to their 
trade. The boots in question are in Havana brown, gray and 
black stocks, and are of the high lace pattern. They are made 
on two recently adopted lasts, and form he said, probably the 
most attractive line of women’s shoes that their factory has ever 
put out. 

The “‘Shine’”’ to Go Up 


One of the indications of the high cost of living which ap- 
parently extends to all limits is found in an agitation among 
the bootblacks of the city toward an advance in the price of the 








Ria A ae Os OES EMIT TC EE 











80 BOOT AND SHOE RECORDER 








Z 
° 

< 

= 
—_ 
oO 
puad 
nN 


? 








SLUSUCUCGCGURORERORRGRRGCCRRRERRORRGRRERGRGRRGCRORCRERRORURCRRRRORERRCRRGRGRREE 


Goodyear 


wets Burley and Stevens, Inc."° 
NEWBURYPORT, MASS. 


Established in 1884 


Realizing that the present market conditions and 
the request of the “Young Trade” for style, and 


the demand of the parents for service, all at a medium price has made 
the production of such a line all the more important and harder to find, 
we have bent every effort toward this attainment. 


The results have exceeded our expectations. 


The salesmen can prove it. 
A card will bring one at your door. 
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“shine”, Several meetings have been held by bootblacks, es- 
pecially those conducting chains of stands, with the object of 
raising the price of the ordinary polish for black or tan shoes to 
10 cents instead of the five that has been more or less universal, 
and extending the list of special services, scrubbing, cleaning and 
the like to 15 cents. Nothing definite has been accomplished as 
yet, but action is said to be probable. 

There may be a hint in this for the shoe store to increase 
its supplies of dressings and appliances for the home shining of 
shoes. _ 

Nubuck Shoes in Demand 


Nubuck is the big thing in both gray and brown colors accord- 
ing to members of the wholesale trade who are particularly in- 
terested in specialty stocks for women, and there is a market 
for about all of them that can be secured. 

One of the reasons for considerable activity in the wholesale 
trade, especially in these specialty lines, that has been advanced 
by the wholesale trade is that many retail merchants have been 
compelled to face delays in the shipments of their orders and so 
are compelled to go into the market to buy what they can to meet 
their immediate meeds. 


In Findings Lines 


A strong demand for overgaiters is being experienced by the 
findings and shoe store supply houses and there is quite a little 
difficulty in getting the goods with which to take care of it. 

The call for white dressings and cleaners is also very strong at 
the present time. This is somewhat unusual so late in the season 
but the sale of white and white top boots and overgaiters has 
created this demand that has resulted in very good orders in the 
findings trade. 

Present shoe fashions which call for high lace boots in all colors 
has had the effect of increasing the sales of laces to match and 
the demand for these is very strong regardless of the prices asked 
which have been several times subjected to advances, and with 
still other advances in prospect according to the best available 
advices. 


NEW YORK CITY 


With the Manufacturers 


Factory orders show a great demand for white goods. In both 
high and low models the white materials, leather as well as fab- 
ric, are well represented. The bulk of the orders coming in to the 
manufacturers are for those goods for which there is a certainty 
of demand and while they are style rather than our formerly 
accepted definition of staple models, still they do not reflect 
radical departures from the sample lines. 

High boots in gray and brown suede finish materials, buck and 
the like are being called for. The colored kid stocks especially 
in the browns either with a harmonizing shade of kid tops or buck 
tops, and most recently cloth tops as well, are showing strongly 


in the orders, and the black kid boots continue popular. 


White and black combinations in both the women’s and misses’ 
lines are popular and the demand for these in the immediate 
orders reaching the manufacturers shows that the popularity 
of these goods for the present season extends pretty well over 
the country. 

Retail Trade Tendencies 


There is a good deal of shopping around on the part of the 
retail trade in the wholesale market especially in the case of 
those houses making a feature of novelty and specialty lines in 
women’s and children’s footwear. 

As one retail man put it recently, seasonal periods are not pro- 
nounced. People seem to be interested in styles more than com- 


_ modities, and the fact that a shoe strikes the fancy of the cus- 
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tomer is more often the reason for a sale, than the fact that the 
customer needs the shoe. 


Glazed Kid Dressings Selling 


The demand for glazed kid dressings, which is also a reflection 
of the popularity of the glazed kid shoe, is very evident, Mr. Smith 
of the Griffin Mfg. Co., of this city said a few days ago. Mr. 
Schurman of that house who is at present in Ohio reports that 
the demand for their colored glazed kid dressings is very strong. 

The sale of the suede dressings both in liquid and powder 
form is also showing increases. The gray and dressings are of 
course the greatest in point of demand, but along with these they 
are finding a call for the more pronounced colors as well, and have 
added green, blue and purple to their powder dressings in order 
to fill out the list, although these colors were already represented 
in the line of liquid dressings and of course in the glazed kid 
creams. 


Mr. Schurman who has been in Cincinnati for a period will 
remain there for the next three weeks. 


Old Time Shoeman Dead 


In the death of Berkley B. McDowell, which occurred in the 
latter part of last month, the New York wholesale trade lost one 
of the oldest, most popular and efficient of its salesmen. 


Mr. McDowell was born in Montpelier, Vt., in 1846, but spent 
his younger days in Lowell, and Boston. In 1869 he came to 
New York and began his career in the shoe business with Meelus, 
Trask and Ripley, with which concern he remained for three years 
and then joined the staff of Nathaniel Fisher & Co., and re- 
mained continuously in the service of that concern up to the time 
of his death. 

For the past three years his health has been failing and there- 
fore spent less time on the road, but his ill health did not destroy 
the geniality and cheerfulness of his disposition and he was al- 
ways ready with a cordial greeting for his hosts of friends and 
visiting customers of the house. 

Mr. McDowell was active in fraternal affairs and was grand 
secretary and grand regent of the Royal Arcanum and a member 
of the Supreme Council. He was a thirty second degree Mason 
and a past master of Bergan Lodge of New Jersey. 


ROCHESTER 


Death of Henry McGoughran 


Henry McGoughran for the past thirty years representing D. 
Armstrong & Co., of this city, died suddenly Oct. 30th at Day- 
ton, Ohio. He covered New York, Ohio, Pennsylvania, Indiana 
and West Virginia, and was on his regular trip when he passed 
away. He leaves a wife and sister surviving. The family home 
was on Plymouth Avenue, of this city. 

Mr. McGoughran was a prominent member of the Rochester 
Association of Traveling Shoe Salesmen, and his loyal support 
of the organization endeared him to each and every member. 
The members of the D. Armstrong & Co., organization, with 
whom he was highly respected, have lost one of the oldest and 
best co-workers as his conscientious work was always one of 
the notable factors in the building of the business. 


S. C. Wilson Heads Shoe Company 


S. C. Wilson has bought an interest in the Rochester Shoe 
Mfg. Co., of Penn Yan, N.Y., and will develop a line of high- 
grade women’s McKay shoes. A few samples have been made and 
have been well received by retailers who have seen them. 

Mr. Wilson has had considerable experience in the manufac- 
turing end of shoes, having been for several years connected 
with D. Armstrong & Co., and recently with John Kelly, Inc. 
He is to be president of the company. Other officers will be select- 
ed at a later meeting of parties interested in the business. 
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Style 99 Style 94 St 
Black Glace Kid Black Glace Kid Vamp Style 86 L 
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ra S highly attractive and fashionable new Fall and 

Winter footwear we recommend these six boots 
for your most serious and immediate attention, con- 
fident that they reflect the best modes obtainable from 
both Paris and America. Designed for your better 
trade—exclusive—refined—high grade in every detail. 
Hallahan shoes are in stock. They are ready for in- 
stant shipment —a service that you will find profitable 
to use freely and often. 
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Brown Glace Kid 
Cream Kid Top 


An attractive combination of 
two of this season’s fashionable 
leathers. Turn sole square edge, 
Shelburne (800) last, covered 
LXV heel. AAA, 4% to 8; 
AA to D, 2% to 8. 


Price $6.50 
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Black Glace Kid 
Oyster Gray Buck Top 


Genuine imported buckskin of 
finest quality, vastly superior to 
the imitations shown this season. 
Light welted sole, Brighton last, 
imitation wing tip, leather Louis 
heel. AAA, 4% to 8; AA to D, 
2% to 8. 
Price $6.25 
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Black Glace Kid 


Flexible welted sole, leather 
Louis heel, Shelburne (800) last. 
Our black glace boots are cut 
from the finest selected goat 
skins. AAA, 4% to 8: AA to 
D, 2% to 8. 

Price $5.00 














































































































LONDON OFFICE 
Milton House, Chiswell St- 
Henry Bolton 


Hallahan @ 


Makers’ of High Grade Shoes for Women 


Philadelphia .Pa 


Mariage Bidg., 34th St. and Broadway 
L. M. Gerson, M. A. Warde, 
J. R. Varley 


All Stock Shoes Sold Net Thirty Days 


Sons Inc. 


BERLIN OFFICE 
Friedrichstrasse 58 
L. Hollerbusch 
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You can put your money 
Into GLOVE-GRIP’shoes know: 
ing youll get it back witha 
profit. We have pro- 
duced genteel styles, the 
kind most wanted-the kind 
Steadily salable and contin- 
uously creative of satisfaction 
We guarantee all the style 
that young or old men want 
= more quality than ord- 
inarily found-and 
deliveries any 
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Western Conditions Reviewed 


L. B. Shafer, now covering a large portion of the middle West 
for Moore-Shafer Shoe Mfg. Co., reports a big increase in the 
volume of business secured this year over that of last. The 
states of Iowa, Neb- 
raska and Colorado 
yielded during the first 
two weeks on the ter- 
ritory an increase of 
over $22,000. 

““‘Women’s __ shoes,”’ 
he reports, “‘are selling 
strong in all colors of 
kid, particularly blacks. 
There is some opposi- 
tion on the part of the 
small retail shoe mer- 
chants to paying the 
necessary advance, but 
that is because they are 
still selling at old prices. 
The larger stores are 
securing advanced 
prices and even at the 
new prices are drawing 
a big volume of busi- 
ness from the small 
merchant who still gov- 
erns his selling price on 
what he paid for the 
shoes. The West is beginning to buy heavily on shoes for Spring 
and Summer as they realize that there cannot be any immediate 
relief from present prices owing to the high price of leather and 
there is every reason to believe that as the season advances there 
will be an advance in the price of shoes for future delivery.”’ 


BROCKTON 


Foreign Orders by Express 





L. B. SHAFER 


Some remarkable stories are told these days regarding the un- 
precedented demand from foreign countries for American-made 
shoes. A member of the trade in this city who recently returned 
from a trip to the middle West, vouches for the following: a 
recent large order for men’s shoes was placed by a concern in 
Russia with a manufacturer in Chicago. This order was sent 
by cable and the charges for cable tolls were over $200. So ur- 
gent were the requirements of this Russian buyer that the shoes 
were shipped by express from Chicago to New York, involving 
another large expense for transportation, then, of course, for- 
warded as rapidly as possible by steamship to Russia. The whole 
transaction indicates an entire disregard of expense and proves, 
unmistakably, Russia’s need of footwear. 

The manufacturer quoted, as well as many others in Brockton, 
is firmly convinced that possibilities as regards sales of made- 
in-Brockton footwear in foreign countries after the war are prac- 
tically unlimited. They believe that prices then as now will be 
practically no object as long as goods can be secured promptly 
and in large volume. Brockton concerns which now have foreign 
business will undoubtedly be active in developing it further; 
while those which have not as yet gone extensively into the ex- 
port trade are giving the plan careful study. There is no doubt 
that the foreign expansion of Brockton’s shoe factory produc- 
tion will be very large following conclusion of the exhaustive 
struggle now going on among European nations. 


Brockton Shoe Men as Presidents 


Although as yet no Brockton man has attained the high office 
of president of the United States, yet several men have been 
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“honored in the presidency of trade organizations. At the pres- 
ent time there are two Brockton shoe men holding presidential 
offices of importance: President, John S. Kent of the National 
Shoe Manufacturers’ Association and Brockton Shoe Manu- 
facturer’s Association; also President Herbert L. Tinkham of 
the Boston Boot and Shoe Club. Both these gentlemen are 
leading members of the local trade. Mr. Kent is treasurer of 
M. A. Packard Company and Mr. Tinkham treasurer of W. L. 
Douglas Shoe Company. Both are well qualified by experience 
and ability for the responsible offices which they hold, while 
both enjoy in the highest degree the esteem and confidence of 
their fellow members in the trade. 


Joins the Benedicts 


Harris Willard Fleming, secretary, advertising manager and a 
director of Churchill & Alden Company, shoe manufacturers of 
this city, was married October 30th. The bride was Miss Pris- 
cilla Alden Folsom, daughter of Mr. and Mrs. George W. Fol- 
som, of Bridgewater, Mass. The wedding took place at the 
Unitarian Church in that town and was followed by a reception 
at the home of the bride’s parents. After a wedding trip, Mr. and 
Mrs. Fleming will reside at Brockton, where an attractive home 
has been recently built and furnished. Mr. Fleming is one of 
Brockton’s younger business men. His ability has already 
brought substantial recognition’ from the house with which he 
has been associated during the past few years. 


New In-Stock Catalogue 


Whitman & Keith Company, are sending to the trade a large 
edition of a new In-stock catalogue in which are featured by 
illustration and description 29 styles of “Whitman” and ‘‘Wauk- 
erz’”’ shoes for men. Included among the shoes listed in the cata- 
logue are many of the proven “‘best sellers” for the Fall and Win- 
ter season. These are shown in black and colored leathers, on 
bal, blucher and oxford patterns, made over the concern’s most 
‘popular lasts. 

Will Retain Union Stamp 


George H. Snow Company, manufacturers of the “Snow” line 
of men’s footwear, with factories in this city and Lowell, Mass., 
will continue to use the stamp of the Boot and Shoe Workers’ 
Union on the goods which are made in this city as well as those 
produced in Lowell. 


Shoe Shipments for October 


During the month of October there were shipped from Brock- 
ton factories 48,761 cases of shoes, an increase over the same 
amount a year ago. Shoe shipments from Brockton for the ten 
months of 1916 are 623,071 cases as compared with 502,745 
cases for the same period in 1915. This shows a gain in favor of 
the present year up to date of 120,326 cases. This year also 
shows the largest shipments for the first ten months of any year 


HAVERHILL 


A Time for Selecting Customers 


“This is a time,’ said a member of one of Haverhill’s shoe 
manufacturing concerns, “to pick and choose trade. Merchants 
who are not willing to do business according to our terms should 
be classed as undesirable accounts. In that way we can shelve 
customers who in the past have caused us considerable trouble, 
not to say actual losses. There is such a demand for goods at 
the present time that a manufacturer has opportunities for turn- 
ing down concerns with whom he doesn’t wish to do business.” 


Turning Down an “Undesirable” 


“For instance, a few days ago a buyer came into our factory 
office, and took off his coat and hat with the apparent intention 
of spending the afternoon and giving us a substantial order. 
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That was my opportunity to turn him down in a very nice way 
and believe me, I took advantage of it. He happened to be a 
dealer who has the reputation of returning goods and of ‘sticking’ 
manufacturers in Haverhill and elsewhere. I told him in the 
politest way imaginable that I wouldn’t sell him except with a 
certified check accompanying the order. He didn’t stay. I hope 
other concerns in Haverhill will treat this man and others like 
him in the same way. As I said before, this is a time for the manu- 
facturer to pick and choose as regards the concerns he desires 
to sell.’”’ 
A Soldier-Shoe Merchant 


A recent trade visitor to this city was’ Edward Perlberg, man- 
ager of the Rambler Shoe Company, New York City, a concern 
which conducts nine retail shoe stores in greater New York. 

“Captain” is a title which he carries as a result of twenty 
years’ service in the National Guard. Captain Perlberg has re- 
cently returned from a four months’ service on the border with 
his regiment, during which he had many interesting, not to say 
novel experiences. He has several photographs taken in Arizona 
and adjacent country which give an idea of the discomforts which 
Uncle Sam’s men are obliged to endure during their stay on the 
border and vicinity. 


Fighting for Merchandise 


Haverhill manufacturers of women’s footwear are having their 
difficulties these days in securing a sufficient quantity of leather 
to meet the needs of production. They visit the Boston leather 
market daily in search of stock and pay prices which a year ago 
would have seemed impossible. Furthermore they are obliged 
to fight for every foot of upper stock which they obtain. Never- 
theless as one manufacturer said on this point: ‘Haverhill 
men are good fighters, and they come pretty near getting what 
they need, provided, of course, they are willing to pay the phe- 
nomenal advances asked.” 


Selling Plans Revolutionized 


It is well for merchants all over the country, who buy Haver- 
hill-made footwear, to appreciate the conditions which prevail 
at the present time as regards the increased cost of upper stock, 
bottom stock and all other materials which enter into the pro- 
duction of shoes. If Haverhill manufacturers ask what seem to 
* be high prices for their goods, they have every reason for doing 
so. Unheard of conditions exist today as regards the production 
and sale of footwear. The merchant needs goods to supply the 
demands of the consumer. Up-to-date merchandising calls for 
advances in the retail prices to correspond with those which 
come from the manufacturer. The latter must pay or go without 
his stock. It is a time for profit making on the part of the retailer, 
provided he will do his part. Along this line he can have no 
reason to complain of the prices which are asked by the manu- 
facturers in Haverhill and elsewhere. 


Help Wanted 


The “Want” columns of the “Gazette” are filled daily with 
advertisements from Haverhill shoe manufacturing concerns 
desiring help in practically every department of their produc- 
tion. Cutters, vampers, stitchers, wood-heel makers and many 
others in factory work are called for to an extent never before 
known in local trade circles. In the window of the headquarters 
of the Haverhill Shoe Manufacturers’ Association on Washing- 
ton Street, is a large bulletin on which appear scores of “Want 
Ads” of interest to factory help. To sum it all up, the wonderful 
activity in Haverhill factories calls for the employment of skilled 
factory workers on a scale never before known in the history of 
this city. It is to the credit of the members of the Haverhill 
shoe manufacturing trade that they are working out these prob- 
lems in a way which enables them to keep up with the factory 
demands, even under conditions which put to the test the best 
efforts of trained men, in shoe designing and production. 
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Admire ‘‘Recorder’’ Advertisements 


Members of several Haverhill shoe manufacturing concerns 
have made a careful study of the “Recorder” advertising pages 
of late, with the result that they have specially commended 
several announcements which have appeared in recent issues. A 
member of one concern was so favorably impressed with a page 
design which was recently published by an advertiser of men’s 
shoes, that he intends to have this announcement framed and 
hung in his Boston office as a means of giving it additional 


BOSTON 


Historical Sketch of Leather Making 


A little cloth bound volume which has just come to the desk 
of the. editor is entitled ““An Historical Sketch of Leather Mak- 
ing,’ by Fred A. Gannon, of Salem, Mass. This book puts in 
brief and very readable form the outstanding features of the 
history of American leather making, and can be read with inter- 
est by those connected with the shoe and leather and allied in- 
dustries. The author is one who has long followed the activities 
of the tanning industries and is well known particularly to the 
New England trade. The history of Salem and Peabody and the 
towns along the North Shore of Massachusetts is a large part of 
the history of tanning in America and few are in a better position 
than the author to write an historical treatise on the subject. 


Officers and Employees Get-Together 


The officers and employees of Geo. C. Vaughan, maker of ivory 
and arctic sole leather, with their wives had the gayest time 
on the evening of Novy. Ist, which in a way opened the social 
season in Salem. The management secured the entire string of 
bowling alleys in Salem and held sway to the exclusion of the 
public during the evening. 


New Offices for Avon Sole Co. 


The Avon Sole Company, manufacturers of “Duflex’’ fibre 
soles, with factory at Avon, Mass. has removed its Boston office 
from the third floor at 60 South Street to the street floor of the 
same building. The concern occupies an office recently vacated 
by Foss-Packard Company, with entrance at 195 Essex Street. 
It is directly on the corner of Essex and South Streets, com- 
manding a fine view of the activities on these famous shoe and 
leather thoroughfares. 


New Store for High-Grade Line 


Opening Oct. 26 at 2 School Street, the shoe store of Fletcher 
& Co., Limited, for the exclusive New England distribution of the 
Edwin Clapp shoe, shows a number of interesting features in 
the way of furnishings. A plush carpet and leather-seated bench- 
es and arm chairs give a home-like atmosphere to the establish- 
ment. Several small stands with ash trays and match holders im- 
mediately put the male customer at home. The store carries a 
full line of high-grade shoes and is the only store north of New 
York where the Clapp shoes are sold. The inverted system of 
lighting is used. The president of the company, W. H. Fletcher, 
came to Boston from New York, where he was handling the Clapp 
shoe. 

Allen-Squire Factory Expands 


The former Barr factory at Spencer, Mass., will be occupied 
in the immediate future by the Allen-Squire Co., Inc., shoe man- 
ufacturers. The company began business in Spencer about.six 
months ago, after purchasing the so-called Green factory on 
Cherry Street. The business of the company has since increased 
steadily. It now employs about 100 people. It is expected that 
with the new arrangements the Allen-Squire Company will sub- 
sequently employ in the two factories about 200 people. 

(Continued on page 98) 
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MADE BY GRAY BROS. 
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Mahogany 
Tan Calf 
English 
Walking Boot 


ceccccccccce ch rice 94.50 
5 egueebneeeed Price 3.50 


As above, in Gun Metal 
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For 


Immediate 


Delivery 


New Artistic 
Snappy Styles 


In Stock 


You will be pleased with 
the prompt attention given 
your order. 

All Styles Shown Herewith 
Carried in A, B, C, D 
Widths, Sizes 2 1-2 to 7, 
Unless Marked Otherwise. 


Send for catalogue and 
November supplement 
showing our complete 
line. 


The 


Westcott Whitmore 
. Company 
SYRACUSE, N. Y. 


Specialists in Women’s 
Stylish Footwear 














Black Vici 
Vamp 
White Kid 

Top 
New 12-8 Heel 




















MPM. 2 cick tise cee Price 4.25 
As above, in Brown Vici Kid, Plain Toe. 
| EER arene epee Price $3.75 


As above, in Black Vici Kid, Plain Toe. 


Gun Metal 
Vamp 
Dull Top 


Ee ee er ree ee Price $3.25 
Imitation Winged Tip 


Gun Metal 
English 
Walking Boot 
with 
Ball Strap 


As above, in Mahogany Tan Calf, with 
Sizes_244 to 8 


Straight Tip. 
Widths, C, D and 
POS Is :6.56 cab nie di vaseeine Price $2.85 
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Ideas and Methods 


Lounging Room Installed 


St. Louis, Mo.—Brandt’s, Inc., have 
completed their store service with the 


installation of a men’s shoelounging room 


at their store. The new departure in shoe 
equipment has been made in only few 
cities, and St. Louis has been favored with 
the establishment of a lounging room for 
men which is perfect in appointment. 

As the customer leaves the elevator at 
Brandt’s he steps into an interior that pre- 
sents the appearance of a well appointed 
club. There are none of the usual shoe 
store chairs, but luxuriantly upholstered 
arm chairs and rocking chairs. Private 
telephones are at hand and stationery and 
writing desks await the pleasure of the 
guest. 

The visitor also is impressed with the 
shoe fitters in attendance, men who be- 
lieve in rendering service in keeping with 
the surroundings. 


Men in Shoe Stores 


Bloomquist Manages Capital Store 


Willmar, Minn.—A. A. C. Bloomquist, 
formerly with the shoe house of Peterson 
& Son, has been appointed manager of the 
Capital Shoe Co. here, and has entered 
upon his new duties. 


Out for a Record 


Waco, Texas.—B. F. Egger, who has 
recently taken full management of the 
shoe departmeat of the big Waco store, 
Goldstein, Migel Co., is pushing this de- 
partment to the most successful und pros- 
perous record in its existence. 


Given Purse of Gold 


Waltham, Mass.—George W. Tuthill, 
who after ten years of service as manager 
of the shoe department of the P. P. 
Adams store, left to accept another posi- 
tion, was given a farewell banquet by his 
friends at’ the Hotel Charlesbank, and 
was presented with a purse of gold. 
Twenty business and professional men 
attended. 

Mr. Tuthill is now manager of the shoe 
department of the Bessie Leland De- 
partment store at New Britain, Conn. 


New Shoe Stores 


Kline’s Family Shoe Store, Boston. 

C. C. Campbell, South Wayne, Wis. 

Salner Barney, Chelsea, Mass., shoe de- 
partment. 

Bender’s Shoe Shop, Frances Building, 
Sioux City, Ia. : 


In Shoe Stores Everywhere 


New Arcade Store Open 


Milwaukee, Wis.—Joseph A. Schu- 
macher recently opened the first store in 
the new Plankinton arcade. It is a shoe 
store, a business in which he has been 
engaged for thirty years. Ten years ago 
his store was located in approximately 
the same position on Grand Avenue as 
it is today. The store was then in the 
old Plankinton block. The new shoe 
store is decorated in French gray with 
mahogany fixtures. 


Business Woman opens Store 


Trenton, N. J—Mrs. Mary Shick has 
opened a shoe store at 26 South Warren 
Street. The new enterprise will be man- 
aged by John Seaman, an experienced 
shoeman, and for eleven years in the em- 
ploy of M. & P. Urken. 


R. N. Ramsey to Open Store 


Granite City, Ill—the store at 19th 
and E Streets has been leased by R. N. 
Ramsey of Edwardsville, Ill,, whe is 
having it remodeled and will occupy it as 
a shoe store in a short time. Mr. Ramsey 
is making arrangements for his opening 
stock. 


News of Shoe Stores 
Everywhere 


New Beck-Hazzard Manager 


New York City—Max Rosenthal has 
been appointed manager of the West- 
chester Avenue store of the Beck-Hazzard 
Shoe Co., operating a chain of twenty-five 
retail stores in greater New York, Newark 
and Washiugton, D.C. Mr. Rosenthal’s 
shoe experience includes his record as 
salesman with the Beck-Hazzard Shoe 
Co. 

Remodeling to Enlarge Stock 


Du Quoin, Ill—The Pope Shoe and 
Clothing Co., are soon to make a change 
which will give them an exclusive clothing 
store in the corner building, lately occu- 
pied by the Pope Dry Goods Co., also an 
exclusive shoe store in the building which 
was occupied by the Pope Dry Goods gar- 
ment department. | a a 

This will give them much additional 
room and an opportunity for giving a 
larger and better assortment of both 
clothing and shoes. Remodeling’of the 
Pope dry goods building is now under 
way. 

Reported Conviction for Perjury 


Joseph Rosenthal, a retail shoe mer- 
chant of St. Louis, is reported convicted 
on two counts on a charge of perjury, as 
a result of his relations with Abraham 
Ginsberg, a bankrupt who has been be- 


State. 


THE GREAT NATIONAL SHOE WEEKLY 89 


+ + + 


fore the courts on charges of sequestrating 
and concealing merchandise which should 
have been available for the creditors of 
the bankrupt. According to the evidence, 
Rosenthal hid a part of the Ginsberg shoe 
stock in his store and then made oath 
that he knew nothing of the shoes or of 
the affairs of Ginsberg. Evidence was 
forthcoming that his evidence was per- 
jured and conviction followed. The sen- 
tence has not been pronounced but the 
extreme penalty is seven years on each 
count. The case has been in the court 
since 1912. 


“Getting More Shoes Sold Right”’ 


Allentown, Pa.—Strong believers in 
“getting more shoes sold right’’—espe- 
cially ‘‘right’”—Wetherhold & Metzger 
recently gave a dinner to their salesforce 
which has proven beneficial to the store, 
not only because of the publicity received 
through the newspapers but because of 
its inspirational effect on the employees. 
The speakers were Mr. Metzger, R. E. 
Cahill, representing H. C. Goodman Shoe 
Mfg. Co. of Columbus, Ohio, who spoke 
on “Service,” and Charles H. Brown of 
Brookline, Mass., who spoke on essential 
points in shoe fitting with practical advice 
on making sales. 


Features of Window Display Week 


Winston-Salem, N. C.—The merchants 
of Winston-Salem have observed the 
National Advertisers’ Window Display 
week on a scale ahead of any city in the 
Particularly interesting shoe dis- 
plays were made by W. C. Wright of 
footwear for all the family: Wallace Cloth- 
ing Co., Walk-Over Boot Shop, Jones & 
Gentry, Fletcher Bros. Co., with adver- 
tised lines of shoes, and Efird L. Hine with 
a nationally known line of composition 
soles. 


Obituary 


Death of J. M. Osborne 


James M. Osborne, 67, a pioneer Den- 
ver shoe merchant, has died in Butte, 
Mont. He had lived in Denver continu- 
ously since 1879, until two months ago, 
and was the proprietor of a shoe store at 
522 Fifteenth Street. 

Mr. Osborne was a native of Indiana, 
and the youngest of seven brothers. He 
was a prominent fraternal man, having 
organized Rolland Lodge, No. 31, Denver 
Odd Fellows, For many years he con- 
ducted various shoe stores on the East 
side. He leaves four sons, all residents of 
Denver. 


The funeral was held under the auspices 
of the Odd Fellows. 
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Process Patented 

Patented Jan. 12 

Aug. 19 1915 
1913 





Patented Jan. 12, 1915 


VUICO: 
B 


Accept No Other 





There is only one Vulco-Unit 
Box Toe on the market, and 
that is made by the Beckwith 
Box Toe Co. and sold exclu- 
sivély by them and their ad- 
vertised agents. 


Protected by letters patent, it 
is the only box toe of its type. 
There is not a_ substitute 
or “just as good’’ box toe 
containing its waterproof, 
sweatproof and wearing quali- 
ties made. 


The genuine Vulco-Unit Box 
Toe is used by the leading shoe 
manufacturers everywhere. 





Mr. Retailer: 


Insist upon your manufacturer using 
the VULCO-UNIT BOX TOE in all your shoe 
orders. 


Beckwith Box Toe Co. 


108 LINCOLN ST. BOSTON, MASS. 
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SHOE FITTING 



















MANUAL of instruction and counsel in 
retail shoe salesmanship, taking up the se- 
lection from stock of shoes best suited to the 

size and conformation of the feet of the customer. 


Included in this book are: 
“The Recorder Fitting School” entire; The 
Anatomy of the Foot; Five Fixed Points of 
Shoe Fitting; Fitting Children’s Shoes; The 
Foot and Its Arch; Fitting by the Repair 
Man; A Prize Salesman’s Method. 


UST read what a prominent shoe merchant 

and recognized fitting expert says about 

this book, ““This is the biggest little book I ever 
saw.” 


You can get a faint idea of valuable information 
that this book contains from the table of contents 
printed herewith: 



























American Shoe Fitti 

The Structure of the Foot 

The Store’s Fitting Equipment 
The Five Fixed Points of Fitting 
Fit for the Arch 

The “Recorder Fitting School” 
No. 1—The All-over Narrow Foot 
No. 2—The Veins of the Foot 
No. 3—The Broad Foot 

No. 4—The Cords on the Top of the Foot 
No. 5—The Ankle Tendons 
No. 6—The Bunion 

No. 7—The Top Muscles 

No. 8—The Ball of the Foot 
No. 9—The High Instep 

No. 10—The Side Muscles 

No. 11—The Low Instep 

. 12—Crowded Toes 

. 13—Broad Heels. 

. 14—The Heel Tendons 
No. 15—Tender Soles 

No. 16—The Thin Heel 

. 17—The Great Toe 

No. 18—The Toe Nail 

. 19—The Instep Cords 

No. 20—The Toe Joints 
Fitting Children’s Shoes 
Fitting Platforms for Children 
Advertising Fitting Facilities 
Ten Rules for Fitting 

For Cool, Clean Summer Shoes 
A Prize Salesman’s Method 
Fitting by the Repair Man 

A Veteran Footologist 

































The price for “Shoe Fitting” is 40 cents a copy— 

3 copies for $1.00. This is only one of the RE- 

CORDER Service helps that merchants have 

a so valuable in “Getting More Shoes Sold 
ight.” 







Recorder Service Dept. 
207 SOUTH ST., BOSTON, MASS. 
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IN STOCK 


ae es ee ee E aa 
\ 


\ 
Stock No. 8-512 Stock No. 8-516 


weed (Unbranded) (Unbranded) 
Chesie Shade” Clacuic Gun Metal Bal, Mat Calf 
Last, Single Sole, 8-8 Top, Classic Last, Single 
Broad Heel. A Width, 7 Sole. Sizes A Width, 7 to 
to 10; B Width, 6 to 10; 10; B Width, 6 to 10; C 
C and D Widths, 5 to 10. 2nd D Widths, 5 to 10. 


Price $4.10 Price $3.75 


17 LINES CARRIED IN STOCK 17 
——REQUEST CATALOG — 





’ HOMPSON” Salesmen are on their respective territories with 
complete Spring and Summer, 1917, sample lines. A word from 
you at this time will insure a call and an opportunity of getting 

full data first hand. There are features of this season’s proposition 

you cannot afford to miss. 


HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS e 


NEW YORK BOSTON CHICAGO 
401A Flatiron Building 60 South St., Rooms 63-64 35 South Dearborn St., Room 406 


Address all Communications to Brockton (Campello) Mass. 
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At the price they 


want to pay— 


CUSTOMER enters your store in 

quest of a stylish, durable shoe. 
Ten minutes later that customer leaves 

perfectly satisfied—having bought 

exactly the shoe desired at just the 
price she intended to pay. 
Multiply this occurrence many, many 
times and you have 
the story of M. C. 
McKAYS. 
Customers get 
what they want AT 
THE PRICE THEY 
WANT TO PAY! 
This genuinely good 
line of footwear al- 
ways satisfies. 







Brogue Vamp and Fox Polish, Cuban 
Louis Heel, Great White Way Last. 










In style, M. C. Me- 
KAYS are absolute- 
ly the newest—in 
wear and all-around 
value—they exceed 
expectations. 

The big stores of the 
country feature 
them. Do you? 





Good Merchandise— 
plus Service, equals 
Business Success. 


Yoke Vamp, 8-inch Polish, Wave Top, 
Cuban Louis Heel, Boardwalk Last. 


MITCHELL -CAUNT 
COMPANY 


Factory at Lynn, Mass. 


Boston Salesroom, 72 Lincoln St. 
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B-1642 
Patent foxed lace shoe 


Pink or Blue Top $6 
Other Colors $5 


MANY POPULAR STYLES ALWAYS IN STOCK 


J. J. McMaster op Rochester, N. Y. 
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One of the first questions asked now-a-days 


by the best qualified advertising 
space buyers is— 


“Ts Your Publication 


a member of the 


Audit Bureau 
of 


Circulations”’ 


A publication holding membership in the 


A. B. C. places its space selling on 
a true commodity basis 


The Boot and Shoe Recorder is the only 


retail shoe trade publication holding 
membership in the Audit 
Bureau of Circulations 
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“Konqueror ’’ Shoes are great sellers. Dealers always 


make money on this line. Wide choice of styles. Deliveries 
whenever wanted from stock. 


Stock No. 737—Roy al 
Last, Gun Metal Box Kid 
Top, Bal, Single Sole, 1- 
inch Heel. Widths A to D. 
Sizes 5 to 11. .Price $4.25 


Stock No. 738—Ro yal 
Last, Colored Calf, Bal, 
Single Sole, l-inch Heel. 
Widths A to D. Sizes 5 
toll... .....Price $4.00 


Stock No. 750—Made of 

Colored Cordo Calf, Single 

~ lite apenas Sole, l-inch Heel. Widths 
IOI A to D. Sizes 5 to 11. 

Price $4.25 


NUMBER 737—738—750 
(Keep a ‘‘Konqueror” catalogue handy) 


THE PRESTON B. KEITH SHOE CO. 


NEW YORK OFFICE, Makers of Keith’s Konqueror Shoes for Men BOSTON OFFICE, 
Graham Building, 207 Essex St., 


Room 22 BROCKTON (Campello Station) MASS. Reom 387 











“STYLE SHOES FOR SEVENTY STYLES 


STOUT WOMEN” IN STOCK 


| Sizes 21-2 to 12 | y | Widths AAA to EEE | 
SHOES THAT INVENTORY AT 100 CENTS ON THE DOLLAR THE YEAR ROUND 


TO RETAIL AT $3.50 TO $7.00 























B55—ARGENTINE CALF, Circular Vamp 


i Boot, Dull Top, Plain Toe, 
B79—PATENT LEATHER, Circular Foxed, pei SLACK GLAZED KID, Circular and Foxed Lace ot oe retry 
Cloth T 14 Buttons, Short d, Fine Black Cloth Top, 14 Buttons, Arnold Welt, McKay, eel. 
Vamp. 13-8 Heel, Goodyear Welt. 21% to i 138 Heel. Plain Toe, Good wear Walt, 234 E Width; 234 to 11, EEE Width (not carried 
E width; 24 to il, EEE Width (not carrie to 10, E Width; 2% to 11, not carrie in 
in EE Widit). Has the appearance of a “C.” in EE Width). B56—Same as above in Button. 


SOLID LEATHER COUNTERS — SOLID LEATHER BOX TOES 


W. B. COON CO., Exclusive Manufacturers ROCHESTER, N. Y. 
Chicago: A. J. Bates Co., 328 W. Monroe St., covering Illinois, lowa and Wisconsin. 
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Who’s Getting The Winter 
Sport Shoe Business? 
You or the Athletic Goods Store 


Around the Corner? 


This Winter Will Be a big Outdoor 
Sport Season 







Bass Moccasins For Snowshoeing, Ski- 
ing, Hunting, etc. will Get 
You Your Share 
SEND 
FOR CATALOG 















In Stock— 





No. 1551—Men’s Velour C alf Blucher. 
5 to 12, E, E 






HIGH CUT RANGELEY MOCCASIN 





Here is a “BASS SHOE” for men who want BASS No. 683—Black Chrome Upper, 9 inches high, Single 
comfort, reliability and service in a lightweight shoe. Waterproof Sole, Low Broad Heel. Sizes in stock— 
It is a good fitter, with plenty of toe room. Good- 5 to 12, EE. Made to order, 5 to 12, E, F. 





year Welt. 








ry 








IG-H:BASS&CO: 


WILTON, MAINE - 
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Shoe Polishes customers and hold them. 
1 WHITTEMORE’S THE OLDEST AND LARGEST M’F’RS. OF SHOE POLISHES IN THE WORLD 








' “DANDY”? ‘FRENCH 
| 
| Russet Combination GLOSS” 
For cleaning and pol- . ° 
Wishing all kinds of russet, For ema? oo 2 Children’s 


tan or yellow colored 


‘| boots and shoes. Restores the color and lustre 


to all faded or worn black 





= a ea 00 shoes: softens and preserves \ 
pecceses \ the leather. Apply with sponge 
’ “STAR RUSSET” attached to cork. | 
COMBINATION Always Ready for Use 
j 10c Size Shines Without Brushing | 
Per Gross......... $9.00 Pi GN... See Seanwsd $9.00 
| 
Bear Gaee eo oo cs tis sae tvdescinnnstecosecdd x “GILT EDGE’? 
j mae “ERK 
ree Fx Elite Black The only black dressing for 
f . ; 29 Ladies’ and Children’s shoes | 
¥ VELVET OIL Combination that positively contains OIL. | | 
j FRICTION The ONLY polish endorsed Softens and preserves. Im- | ,DRESSING : | 
by the manufacturers of parts a beautiful lustre. 
POLISH Box Calf leathers. - ‘niente | 






Contains oil and positively Finest Quality 
nourishes and preserves 
leather and makes it wear 


longer. Blacks and polishes 


| Gives a jet black polish with PRESE VE 


either brush or cloth. Its use saves time, labor and 


brushes, as it Shines With- 
out Brushing. Always ready 
to use. Also for gent’s kid, 
kangaroo, etc. 


ee  rrreeerr re. $10.00 WEAR | ONGER 


“Baby Elite’? Combination 
0c size, per gross... .$9.00 
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Three NEW NUMBERS that have proved unusually popular. 
Just a bit higher than our “ Regular’? now discontinued. 


F40—Patent, with Mat Calf Top. 
5 to 8, $1.75 814 to 12, $1.95 1214 to 2, $2.35 
IN F41—Dull Calf. IN 
- > —Du alf. - 
STOCK 5 to 8, $1.80 814 to 12, $2.00 121% to 2, $2.40 STOCK 


F43—Tan Calf. 
5 to 8, $2.00 8% to 12, $2.25 12% to 2 (not 
in stock). 


Williams, Hoyt & Co., Rochester, N. Y. 





1864. A. F. Smith’s “Glovefitting” Footwear 1916 


A Brand of Distinction for Over Fifty Years 


BARTLETT. SOMERS COMPANY 
i ~ amen a 


LYNN, MASS. 





WELTS — TURNS — McKAYS 
THAT ARE DISTINCTIVE 





rn 











Ear ete tonsa peeve eee emer ene sbeemyrew 0 win ane hen 
Salon ae nome ce eee an 





- 


oe 




















96 


BOOT AND SHOE RECORDER 





Nov. 4, 1916 
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What “A. B. C. Service” 


Means to the Advertiser 


“A. B. C. Service’? means unpre- 
judiced information on the various 
publications in which your advertis- 
ing appropriation is being expended. 


It is as definite as the measure- 
ments, weights and other specifica- 
tions which govern the uniformity 
of your product. 


It means that right in your own 
office, you have a gauge on the work- 
ing capacity of every dellar put into 
your advertising. 












It means, that you now have the 
advantage of established facts as 
compared to previous guess work— 
on quantity, quality and distribution 
of the circulation—standardized au- 
dited facts—of the various classes of 
publications—on «a basis that enables 
you to compare the actual value of 
one publication with another, as 
particularly applied to the thing you 
are selling. 

“A. B.C. Service” cost only a frac- 
tion of the cost of doing without it. 


The Audit Bureau of Circulations is a co-operative organization—not for profit 
—its nearly one thousand Advertisers, Advertising-agents 
and Publishers, ‘who believe in standardized circulation information. Complete 
information regarding the service and membership may be obtained by 
addressing— Russell R. Whitman, Managing Director. 


Audit Bureau of Circulations 
15 East Washington Street, Chicago 





The Boot and Shoe Recorder is the only exclusive shoe trade publication 
that is a member of the Audit Bureau of Circulations 
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Failures 





Boston.—Louis R. Good ther r ts, reported petitioned into bank- 
ruptcy—following sale made by sheriff of all the stock in the store, which 
brought $80. 

Natick, Mass.—C. & T. Dowd, shoe manufacturers, reported assigned to Mer- 
rill Hunt of Frank W. Hunt & Co., Boston. 

Haverhill, Mass.—J. W. McCarthy, toplifts, reported closed by sheriff. _ 

Lynn, Mass.—Merrill Eigner & Co., shoe manufacturers, reported meeting of 
creditors called for November 3. ‘ 

Springfield, Mass.—Philip E. Zich, leather and findings, reported an involuntary 
petition in bankruptcy has n filed against him by three creditors. 
Chelsea, Mass.—Burleigh Shoe Co., shoe manufacturers, reported assigned to 

gd A. Cohen. Reported meeting of creditors was called for October 
, last. 
Worcester, Mass.—Robert Smith (Franklin Clothing Co.), shoes, etc., reported 
_ petitioned into bankruptcy. 

Birmingham, Ala.—D. B. Luster, shoes, reported petitioned into bankruptcy. 
Reported receiver appointed. 

Augusta, Ga.—L. Pearlman & Son, shoes, etc., reported petitioned into bank- 


ruptcy. 

Chicago, flii—Eaw. A. Robinson & Co., scrap leather, reported petitioned into 
bankruptcy. Reported receiver appointed. 

Detroit, Mich.—Julius Troyznowicz, shoes, etc., reported petitioned into 
bankruptcy. 

Eagle Lake, Me.—Benj. Moscovitz, shoes, etc., reported petitioned into bank- 


ruptcy. 
Brooklyn, N. Y.—John B. Auer, 477 Onderdonk Ave., shoes, reported meeting 
of creditors called. 
uis J. Warshauer, shoes, etc., reported, following an assignment made 
by this party recently to Charles Compton, bankruptcy proceedings were 
instituted against him, and his assets were pmo 1 den Oct. 30, 1916. 
He is reported as owing in the vicinity of $15,000 for merchandise, money 
loaned, and rent. 
New York City.—R. R. Geist & Son, shoes, etc., reported offering to compromise 
at 25 per cent. 
Mechanicsville, N. Y.—A. Pietrolionge, shoes, etc., reported closed by sheriff 
or execution. 
Berthold, N. D.—E. C. Salverson, shoes, etc., reported assigned. 
Rochester, N. Y.—L. K. Verian Leather Co., leather, reported offering to com- 
promise at 50 per cent. 
Enfield, N. C.—J. Meyer & Co., shoes, etc., reported compromise effected at 
3 1-3 per cent. 
Gardena, N. D,—Fred E. Wagner, shoes, etc., reported petitioned into bank- 
ruptcy. Reported meeting of creditors called for Oct. 27, last. 
Shiloh, Ohio.—Boyd Fackler, shoes, etc., reported petitioned into bankruptcy. 
Wooster, Ohio.—Sidney Amster, shoes, reported petitioned into bankruptcy. 
Cincinnati, Ohio.—Macdonald & Kiley Co., shoe manufacturers, reported meet- 
ing of creditors called for Nov. 6. Following involuntary petition in bank- 
ruptcy filed against them on Sept. 20, they have suuutndel eaiaiele listing 
liabilities at $417,295.12, and assets at $229,119. 
Edwardsville, Pa.—Frank Hyman, shoes, etc., reported receiver appointed. 
Union City, Tenn.—Geo. W. Lambert, shoes, etc., reported petitioned into 
bankruptcy. 
Barre, Vt.—Lamorey Clothing Co., shoes, etc., reported offering to compromis 
at 40 per cent. 
New Brookland, S. C.—Mutual Mercantile Co., shoes, etc., reported petitioned 
into bankruptcy. 
Buckhannon, W. Va.—V. Rubinstein, shoes, etc., reported petitioned into 


an ~— ' > " 
Towanda, Pa.—Nathan Sussman, shoes, etc., reported petitioned into bank- 

ru 
Ozema 

ruptcy. 


ptcy. 
, Wis.—C. G. Engstrand Co., shoes, etc., reported petitioned into bank- 


Changes 


Boston.—J. L. Esart Co., wholesale shoes, incorporated; authorized capital, 
Jerome & Block, shoes, sold out to the B. & G. Shoe Co. 
. A. & V. Shoe Trimming Co., trimmings, recently commenced business 
ere. 
The Tremont Stores, Inc., shoes, name changed to Butler's, Inc. 
Greenfield, Mass.—H. Levine & Co., shoes, etc., will close out here and con- 
tinue store at Long Lake, N. Y. 
Haverhill Mass.—Felstiner-O’Connell Shoe Co., women’s turn shoe manufac- 
turers, recently commenced business at 41 Washington St. 
Lowell, Mass.—Wm. P. Lowell, shoe manufacturer, recently commenced busi- 
ness here. 
Peabody, Mass.—Kraus- Millett Leather Co., leather, incorporated under Maine 
laws; authorized capital of $100,000. 
Springfield, Mass.—Harry Daniels, shoes, etc., will discontinue. 
Marblehead, Mass.—J. H. P. Chadwick, Est., shoe manufacturers, succeeded 
by the Paine Shoe Co. 
Barnes City, la—J. W. Boatman & Son, shoes, etc., succeeded by Daya & 
LeGlocq. 
Davenport, Ia—A. Roth, shoes, succeeded by Roth & Kuelpher. 
Choteau, Mont.—Choteau Mercantile Co., shoes, etc., out of business. 
Red Cloud, Neb.—Paul Storey, shoes, etc., reported sold out. 
Carthage, N. D.—E. D. Corkins, shoes, etc., sold out to Florine Bros. 
Philadelphia, Pa.—Janney & Burrough, commission leather, succeeded by Jan- 
ney & Burrough, Inc. 
Trenton, Neb.—Divoll & Son, shoes, etc., incorporated with capital of $10,000. 
Jersey City, N. J.—David Lubowsky, shoes, reported left town. 
Brooklyn, N. Y.—Novelty Slippers Co., Inc., manufacturers of slippers, etc., 
recently incorporated. 
New York.—Louis M. Rosenthal, 87-89 Ave. A, shoes, will discontinue about 
January 1, 1917. 
Fifth Ave. Boot Shop, Inc., shoes, incorporated with capital of $4,000. 
Standard Overgaiters Co., Inc., manufacturers of gaiters etc., incorporat- 
ed with capital of $5,000. 
Buffalo, N. Y.—Wm. H. Oppenheim, shoes, ded by Oppenheim & Siff. 
Broadwell, Ohio.—Totman & Gorham, shoes, etc., succeeded by Walter W. Tot- 


man. 
Clarksville, Ohio—G. W. Stephens, shoes, etc., sold out to Boulware & Templin. 
Eldorado, Okla.—Stone & Berner Mercantile Co., shoes, etc., incorporated with 
capital of $5,000. 
Tulsa, Okla.— Mandell & Lottinsville, shoes, succeeded by Mogill Shoe Store. 
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Changes in Business Ss 
The Last Week’s Failures, 


Suspensions and Changes 


Gary, S. C.—Fred H. Aulwes, shoes, etc., succeeded by R. H. Benner & Co. 

Springfield, S. D.—Hend & Benedict, shoes, etc., succeeded by Henderson 
& Turner. 

West Bend, Wis.—P. G. Wagner, shoes, etc.. sold out to Arthur F. Wegner. 

Memphis, Tenn.—J. H. Lea Shoe Co., wholesale ladies’ shoes, recently com- 
menced business here. - 

Lyndonville, Vt.—Heath Clark Co., shoes, succeeded by Moore-Tripp Co. 

Fond du Lac, Wis.—St. Cloud Shoe Co., sold out to Fond du Lac Shoe Mfg. Co. 

Rockdale, Tex.—Scarborough & Hicks Co., shoes, etc., succeeded by E. M. 
Scarborough & Sons. P : 

Appleton, Wis.—Chapsky & Krempien, shoes, Louis Hasare admitted. 

Hartford, Wis.—Frank Jacob Co., shoes, etc., closing out. 

Stoughton, Wis.—The Department Co., will be succeeded by Pugh Stores Co. 





BOSTON DEPARTMENT 


(Concluded from page 89) 

The Barr factory has been idle for the past year. It was for- 
merly used for the manufacture of heels. It is a four-story brick 
factory of mill construction, 72 by 40 feet, and contains about 
11,520 square feet of floor space. , 


Salesman Travels 21,000 Miles 


George Timson, salesman for Timson Bros., shoe wholesalers, 
Boston, traveled 21,000 miles from April 1 to Nov. 1. Better 
than 100 miles a day he traveled in a “‘flivver’’ and most of his 
trips were from Boston to shoe stores about New England. He 
made one trip to Canada. He made more calls, and sold more 
shoes, than in any former season. 


Sale in South Street 


Fred Holdsworth and Robert D. Farrington have sold to Henry 
G. Lapham of Brookline the five-story brick and stone building 
at 55-59 South Street, with 2798 square feet of land. The tax 
value is $95,500, of which $75,500 is on the land. This property 
is under lease for a long term to the Trostel Leather Company. 


Many Cases of Shoes Stolen 


Another police crusade is in progress against teamsters who 
are unable to resist the temptation of big prices offered by dis- 
honest merchants for stolen goods This time shoes form the 
basis of the movement. Arrests have been made of two teamsters 
who are charged with stealing nine cases of shoes worth $400, 
from a dealer on Atlantic Avenue, and another man is charged 
with conspiracy to steal. The police say that the prime mover in 
the thefts is a notorious “fence” in Providence. 


It is said that hundreds of cases of shoes have been stolen, 


100,000 Pair Stock Service 


One hundred thousand pairs of men’s, boys’ and youths’ 
shoes for hard work and rough wear is a feature of the in-stock 
service of the Arthur Williams Shoe Co., whose factory is at 
Holliston, Mass. A typographical error in their announcement 
in the issue of October 21st multiplied the stock by four. 


Adopts Eight Hour Schedule 


Following twenty years in the shoe manufacturing business at 
Louisville, the Quast Shoe Manufacturing Co., manufacturers 
of women’s shoes, has announced the adoption of an eight-hour 
working schedule, at ten-hour pay, affecting about 125 workmen. 
In addition the employes are to receive a half holiday on Satur- 
day. The present output of the plant will average 800 pairs of 
shoes a day, and the company reports a fifty per cent increase 
in local business during the past few weeks. The capital of the 
organization is $200,000, and the proprietors are John H., Frank 
W., and Carl F. Quast. 








: 
i 


98 BOOT AND SHOE RECORDER 





Nov. 4, 1916 


Classified and Opportunities Department 


“*Recorder”’ 


page per issue: 


Space . 1 time 7 times 13 times 
1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 
3 inch 12.00 9.00 1.0 
4 inch 15.00 12.00 10 90 


26 times 52 times 


rates for space less than one-eighth 


OSITIONS WANTED: Three cents per word for 
each insertion. Minimum amount accepted, 
sixty cents. For other “Want” advertisements, 

five cents per word for each insertion. Minimum 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 
When advertisers desire re- 
plies forwarded direct to their address, each word of the 
address must be counted in the advertisement and 
paid for accordingly. Answers to ads must be sent 


$2.50 $2.00 

4.75 4.00 vertisement for address. 
7.00 6.00 

9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


BUSINESS OPPORTUNITY 


WANTED TO PURCHASE 





EAL live salesman, with established trade in 
New England States, to carry Brooklyn-made 
line of children’s turn and extension turn shoes. 
Commission only. Address A735, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 
¥ALESMEN WANTED—Men with established 
S trade to carry short in-stock factory line of 
boys’ shoes, showing unusual values and selling 
features. Successfully established line. Com- 
mission only. Territories open—Ohio, Iowa. Ad- 
dress with details of experience, Federal Shoe 
<compene, Lowell, Mass. 


~¥ALESMAN WANTED for Kentucky and Ten- 

nessee. Established specialty line. Commis- 

sion basis. Address, giving details, A736, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


SALESMAN to handle specialty line during 
Ss January, February and Mare th in Kentuck and 
Tennessee. Salary or commission. Address A737, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


ALESMEN WANTED for a well-known line of 
boys’ McKay and American welt shoes on 
commission basis. Stock proposition. Territory 
Philadelphia, Eastern Pennsylvania outside 
of Philadelphia! Washington, Maryland, Delaware, 
New Jersey, Kentucky, Ohio, Illinois outside of 
Chicago territory. A good line with established 
trade. Live wires wanted. Address A732, care 
ae and Shoe Recorder, 207 South St., Boston, 
ass. 























~ OOD RETAIL SHOE SALESMAN WANTED 
Answer quick. Weiler Bros., Portland, Ind. 








POSITION WANTED 


Y¥HOE SALESMAN, 24, single, 8 years’ experi- 
\ ence in shoe business, can furnish references, 
wishes position in shoe store. Address A734, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 











LINE WANTED 


ANTED—Short, snappy line of men’s cheap 

semi-dress shoes for Louisiana by party 

with established trade. Address A738, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ANTED—Snappy line of women's cheap 

welts, turns and McKays for Louisiana and 

Texas by party with established trade. Address 

A738, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 














FOR SALE 


UP Stains, shoe store location, 20,000 popula- 
tion Seven boarding schools, with 3,000 
boarders. Temple, care Box 358, Raleigh, N. c. 








WANTED TO PURCHASE 


Address 





1 og PURCHASE—Mismates wanted. 
Ryan Shoe Co., Hannibal, Mo. 





CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make offer upon request 


Max Kalter Mercantile Co. 








106 Grand St., New YorkCity. Phone,Spring9413 














Do You Wish To Retire or 
Sell Your Surplus Stock? 


Don’t Sell Until You Get Our Offer. 


We have the largest outlet and pay the 
best prices for shoes. Noquantity too 
large. Short tera leases taken. Com- 
municate with us, and we will send rep- 
resentative. Established 1889. 


VAN PRAAG & COMPANY 
15-17 Greene Street, New York 
The ee cash buying concern of every 


class merchandise in the country. 
Telephone, Spring 2248-9. 


i ieiletieleoeetaieee ieee teenie 
SELL US YOUR SHELF WARMERS 

We will at any time buy 10 to 100,000 pairs of 
shoes, Factory seconds, surplus lots, Old Fash- 
ioned Shoes, Entire splante, Wholesale Stocks, 
Retail Stores, etc. e have an unlimited ex- 

outlet—you can realize _— price by deal- 
ing direct with us. merchandise 
stocks of every description x. or large, new 
or old style. Copenpanesnse confidential, in- 
stant attention. Est. 1 
New York Export <a Corporation 

42 Lispenard St. New York City 




















Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands 


Wire or Phone us 
Correspondence Confidential 
<stablished 1890 


GLAUBERG & CO. 
520-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 











OR SALE—Six oak bicycle ladders, 135 feet of 
track, and pole with fixtures to match. Allin 
Al condition. Throckmorton Boot Shop, Michigan 
City, Ind 
ILL TRADE my modern residence in Tiffin, 
Ohio, for shoe stock; also valuable building 
lots. L. N. Mangette, Tiffin, Ohio. 


= SALE—One multiple 6-drawer National 

cash register for shoe store. Good condition. 
Reason for selling—too small. Roy E. Stevens, 
Ottumwa, Ia. 








Do You Wish to Raise Cash Quick? 
Entire or surplus stocks of shoes,drygoods, 
clothing and merchandise of “all kinds 
bought for ones cash. Short term leases 
taken off > ands. Retail or wholesale 
BEFORE SELLING WRITE US 
Communications Strictly Confidential 
Breskiy= aca , bh eemgeeee 
FRA WALKER PUN 
610 BROADWAY, BROO 








Tel.'2328 Willismeburg 








Retailers --- Manufacturers 


Surplus Shoe Stocks 
SLOW SELLERS 


HIGHEST CASH PRICES PAID 


Drop a Line to 


A. M. SACKS 


19 Albany Street Boston, Mass. 








MISCELLANEOUS 





REECE’S ROCKER BOTTOM 
WOODEN SOLE SHOES 








Used in all 
damp, cold, 
wet and hot 
places 





501. Oil Grain Waterproof Shoe . . $1.57% 

507. Black Pebble Split Shoe . - 1.30 

600. Ten-inch Oil Grain Lace Boot . . 2.10 

601. Fourteen-inch Oil Grain Regular ‘Boot 3.00 
Send for illustrated catalog 


REECE SHOE CO.. Columbus, Neb. 
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Max E. Eaton Married 


On St. Crispin Day, October 25, Miss Lulu E. 
Cooper, of Cincinnati, and Max E. Eaton of Boston 
were married at Cincinnati. 

The bride is a graduate of Wellesley College, and 
prominent in the social life of her home city. The 
groom is on the advertising staff of the “Boot and 
Shoe Recorder,” and is known to the trade at home 
and abroad. He toured Europe for the “‘Recorder” 
prior to the war, and made friends of many of the 
prominent shoe manufacturers of England, Germany, 
Switzerland and France. 

After a honeymoon trip to Florida the couple will 
make their home in a suburb of Boston. 

William E. Eaton, sales manager of the Mousam 
Co., father of the groom, attended the ceremony, 
together with the members of his family. 





To Install Women’s Line 


That the exclusive women’s store of Betsen and Langen, of 
Louisville, will shortly install a line of high-grade women’s shoes 
is one of the most recent items of interest in local shoe circles. 
This company a few seasons ago discontinued shoes on account 
of lack of floor space. The company has just leased a large 
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building one block south of the present quarters on Fourth 
Street. The new building is four stories in height, has a large 
basement, and each floor is 54 x 205 feet. In addition to women’s 
garments of various kinds the company will add several lines, 
and when in its new building will represent the largest ex- 


- clusive women’s shop in this section of the country. The building 


which has been leased for a term of twenty-five years, will be re- 
modeled at a cost of $50,000, and in addition new fixtures will 
be installed throughout. The highest grade line of shoes obtain- 
able will be installed, in keeping with the other high grade mer- 
chandise carried. 


Harvard Plan for Wholesalers 


The Harvard graduate school of business has turned its atten- 
tion to the wholesale shoe and grocery business this year, and will 
make an exhaustive study of conditions in these two lines before 
issuing a series of bulletins tabulating discoveries and observa- 
tions for the benefit of dealers and manufacturers of the country. 

The investigation of the wholesale business is a new departure 
for the Harvard school. The authorities have received active 
assistance from the National Shoe Wholesalers’ Association and 
the National Wholesale Grocers’ Association, both of which or- 
ganizations have indorsed the Harvard plan of tabulating op- 
erating figures. 

The Harvard bureau has already received operating figures 
from more than 1000 retail shoe firms, and nearly 1100 retail 
grocery firms. A Harvard system of stock keeping, which has 
been already prepared for retail shoe merchants. 


MISCELLANEOUS 











**Florida by Sea’’ 


SERVICE FROM BOSTON 
$45.00 Jacksonville and Return. 
14-day—2500-mile trip. Every Thursday. 
$18.00 Old Point, Va., and Return. 
3-day—1000-mile trip. Every Saturday. 
$22.00 Washington, D.C., and Ret. 


Meals and Berth included on st 
Through tickets to points South and West. 
Steamer for Baltimore, Mon., Wed. and Fri.;for |‘ 
Norfolk, Tues., Thur. and Sat.; ; for Philadel- 
phia, Thur. 5 P.M. 





Send for particulars 
Merchants & Miners Trans. Co. 


C. H. Maynard, Agt., Pier 2, NorthernjAve. 
City Ticket Office. 248 Washington St. 
**Finest Coastwise Trips in the World”’’ 











FISHER 


Trade Mark Reg. 








Bicycle | EveryShoe Store Needs 


a pair of 





STEP “MANCHESTER” 
Trade Mar eg. U.S. Pat. , 
LADDERS “GUND jaw Coetae 


are made in 
many styles 
and to fit 
all kinds of 


shelving. 


NIPPERS 


The only nipper made - 
which is just the right 
shape to cut out tacks on 
the nside of shoes. 


Send for catalog 
giving full descrip- 
tion and prices 


99 


‘* Manchester 








The Bicycle Step 
Ladder Company 
67 Randolph Stree: 
Chicago - - II. 


Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of high 
grade tool steel, nickel 





U.S. Pat. Off. 
HEEL and 
COUNTER 


SUPPORT 


A a 2 2 Weak 
Ankles 
Prevents the Counters of Boots and 
hoes from Running Over 
Easily Applied 
For Sale by Ail Findings Dealers 
Beware of Imitations. 


VARNUM IMPROVED SIZE 
STICKS 


BL 


Without With 





2450 2450. 2450 


MATE MARKS 
ors AND CARTON 
GUS V. WELLS, 531 14th St.,Des Moines, Iowa 


ae; 





plated with a curved jaw 
that enables you to cut the 
tacks close to the insole. 






Be sure and specify 
“MANCHESTER” 





3H 411 HN 


curve jaw when ordering. 


Write us direct if your 
dealer cannot supply you. 


Price, $2.50 


Frank W.Whitcher Co. 





B. W. Gopems. Pres. 





U. S. Standard 


FANCY 
COLORS 


Ask Your Dealer For Them 


F. W. WHITCHER COMPANY 
Boston and Chicago 











. G. DONAL pve Vice-Pres. 
F. E. JONES COMPANY 


MAT KID 


95 South Street, Boston 


Patentees and Manufacturers 


Chicago Branch 
Boston, Mass. 323-325 W. Lake St. 


. JONES, Treas. 














Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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Weimer, Wright & Watkin Co., Philadelphia. . 3 
Westcott-Whitmore Co., Syracuse, N. Y..... 88 


Williams-Hoyt & Co., Rochester, N. Y....... 95 


LEATHERS AND OTHER MATERIALS 
Boston Woven Hose & Rubber Co., Boston. . 44-45 


Einstein, J., Inc., New York City............ 59 
Dame Gan, FB, TON oo oid ioe nie sc ss vinci 99 
Levor & Co., G., Inc., Gloversville, N. Y..... 46 
Peters Mfg. Co., New York and Boston...... 19 


Schmidt & Co., Inc., Carl E., Detroit, Mich. 


Vaughan, Geo. C., Peabody, Mass........... 95 


FINDINGS AND SHOE STORE SUPPLIES 


American Seating Co., Chicago.............. 58 
Bicycle Step Ladder Co., Chicago. each 
Browning Co., C. A., Boston... . “ ; 15 
Coburn Trolley Track Mfg. Co., Holyoke, 
Pi 54. ced ipean ae es aes 4 bare oS Sa 6. ee 
Coultas, D. W., Co., Peovidencs, R. I ease, oe 
Edison Lamp Works, Orange, N. J.......... 7 
Emery & Beers, Inc., New York City........ 6-7 
Frost Co., George, Boston................ . BR 
Harrison Jewelry Co., Attleboro, Mass... . . 62 
International Shoe Supply Co., New York C ity 11 
Laing, Harrar & Chamberlin, Philadelphia... 16 
Lyons, Hugh, & Co., Lansing, Mich...... . . 16 
Mack’s Medical Co., Boston................ 13 
Metal Products Co., The, Providence, R.1.... 52 


Nathan Anklet Support Cv., New York City.. 15 
National Shoe Plate Mfg. Co., Cleveland, Ohio 64 


Norwich Nickel & Brass Co., Norwich, Conn.. 52 
Rosenthal-Stewart Co., New York City....... 15 
Mia Wile: Coa; GORD. oi odic ccc cccce ce 12 
Streit, C. F., Mfg. Co., Cincinnati, Ohio i‘. ae 
Tyer Rubber Co., Andover, Mass ore 1 
United Lace and Braid Mfg. Co., Providence, 

|! Ce ade rier re Se et Paar 11 
White wan F. ) Gs Kind used cas 64-99 


MACHINERY, LASTS, MFRS’. SUPPLIES, 
DRESSINGS, ETC. 


American Shoe Polish Co., Chicago.......... 58 
Beckwith Box Toe Co., Boston.............-. 90 
Berlow, Elias, New York City............... 11 
Cleveland Mfg. Co., Alden T., Boston........ 70 
Columbia Counter Co., Boston ............. 15 
Griffin Mfg. Co., Inc., New York City........ 43 
Heaton Peninsular Button Fastener Co., Grand 
PE CIS 0.5.5, 0: gah mw aalen aienl.o, G4 Shc 64 


Independent Button Fastener Mach. Co., 


EEE Oe EPCOT ET. Le TEN 52 
Shoe Hardware Co., Waterbury, Conn....... 58 
United Fast Eyelet Co., Boston.............. 74 
United Shoe Machinery Co., Boston.......... 71 
United Shoe Repairing Mach. Co., Boston... 65 
Wade & Co., A. R., Haverhill, Mass......... 15 
Whittemore Bros. & Co., Boston............. 94 

WINDOW DECORATIONS 
Doty & Scrimgeour Sales Co., Inc., New York 
Bc ccncvScn ewe tbantPhsnd onsaneeuedes 13 
MiSCELLANEOUS 
Boot and Shoe Trade Journal, London, Eng.. 50 
Brenard Mfg. Co., lowa City, Ia............. 49 
Brooklyn Purchasing Syndicate, Brooklyn, 

Be WE boil ok tb d see ddbdiste sé as agement 98 
Fitchburg Mutual Fire Ins. Co., Fitchburg, 

MED <. G0. tnd paw ein ob deind wd edn hes oA 48 
Glauberg & Co., New York City............. 98 
Hotel Martinique, New York City........... 42 
Hotel Warwick, St. Louis, Mo. . ‘ re 
Kalter Merc. Co., Max, New York City... 98 
Lilly Co., Henry, New York City. . . 13 
Merchants and Miners Trans. Co., ‘Baltimore, 

BESS cee ye pe ee rg 99 
New York Export Purchasing Corporation, 

ee SRG cic « Mv apadidee pas chceeu 98 
ae ae a ae 98 
Van Praag Co., New York City.............. 98 
Wells, Gus V., Des Moiues, Ia............... 99 
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German Office: Frankfurt A-M, Gernsheimer St., 4 
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FOX FOOTERYo" SPRING: -LIGHT, DAINTY +> CHIC 


OX SLIPPERS AND PUMPS FOR SPRING HAVE BEEN 
STYLED ACCORDING TO AUTHENTIC INFORMA- 
TION FROM LEADING FASHION SOURCES. 
EVERY DETAIL IS IN COMPLETE HARMONY WITH 
THE MOST ELETE AND ADVANCED GARMENT AND 
ACCESSORY MODES —LIGHT, CHIC MOTIFS IN 
STITCHING — TONGUES AND ORNAMENTS 


SMALL OR ABSENT —— PERFORATIONS DAINTY. 
SHOE BUYERS WHO NEVER HAVE EXPERIENCED 
THE SELLING POWER OF FOX FOOTERY SHOULD 
SEND IN A TRIAL ORDER WITHOUT DELAY, TO GET 
THIS POPULARLY-PRICED, BIG-VOLUME MERCHANDISE 
IN TIME FOR AN EXTRA EARLY SPRING DISPLAY. 
WRITE NOW. 


CHAS. K. FOX. INc., HAVERHILL, MASS. 








eo 
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Yes sir—‘‘Barry shoes are easy sel- 
lers. They would take as well under 
any other name for it is appearance, 
fitting qualities, workmanship and 
price that counts in their favor. These 
features all makers strive to obtain 
but in shoemaking as in all other 
lines, only a few attain perfection. 


No. 935 
( Unbranded) 7 
Regis Last, Gun Metal Balmoral, Mat Calf 
Top, l-inch Broad Heel, Single Sole. B, C 
and D Widths. Sizes 5 to 10. 
Price $3.40 


Say what you may about that be- 
ing advertising talk—the fact re- 
mains that the “Barry” organiza- 
tion hit the trail along the right 
lines years ago, and they are going 
stronger year after year. You will 
never be sorry if “Barry” shoes are 
bought by you. Twenty-nine 
styles are this season ready for 





No. 938 


Turk Last, Black Vici Blucher, 10-8 inch delivery. 
Broad Heel, Single Sole. C, D and E Widths. 
Sizes 5 to 10. 

. Price $3.40 


T. D. BARRY COMPANY 


BOSTON OFFICE NEW YORK OFFICE 
183 Essex Street, Room 204 BROCKTON, MASS. 819-A Flatiron Building 


Address all Communications to our Brockton Offices 


Brockton, Mass.<———. STOCK _ DEPARTMENTS ———» New York 
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When Telegraphing Orders 
Use Our Code Word 


Stock No. Code Word Price 
705 Aaron $3.50 
843 Abbott 3.50 
929 Accent 4.00 
930 Adapt 4.00 
931 Aerial 4.00 
932 Affair 3.40 
933 Age 3.25 
934 Ahead 3.40 
935 Air 3.40 
936 Ajar * 3.40 
937 Alack 3.50 
938 Amass 3.40 
939 Anchor 3.40 
940 Apace 3.15 
941 bi Aquarium 3.15 
942 re 3.15 
943 Ashore 5.25 
SPECIAL UNBRANDED LINES 
310 Back $2.75 
311 Beach 2.65 
312 Bias 2.65 
313 Blade 2.65 
314 Boat 2.65 
315 Brace 2.35 
316 Brush 2.35 
317 Buoy 2.35 
321 Butler 2.75 
Sizes Code Sizes Code 
5 Salvage 8 Smooth 
5% Scholar 84 Snub 
6 Senate 9 Socket 
6% crete 10” gphins 
7 Skipper 0 ua 
7% Slutce ll Student 
Widths Code Widths Code 
A Archie D Davie 
B Bennie E Eddie 
Cc Charlie 
Quantity Code Word 
Run 1 pair of size Page 
“6 “ assorted Palate 
2°“ 5 twle Panic 
— ... a ae Panther 
12 “ 5%tol0 Paper 
12 “ Sto 9 Papoose 
12“ 6 told Parade 
—* S 2S Paradox 
sa “* § tlé Paste 
sa” § te 9 Pasture 
18 “ 5%tol0 Patent 
18 “ 54%to 9 Patrol 
18 “ 6 told Pavement 
a- “3S 8 Ss Pavilion 
24°“ & told Pearl 
24“ 5 to 9 Peasant 
24 “ 5% told Pecan 
24 “ 54to 9 Peculiar 
24% “6 wld Pedal 
24 “6 to 9 Pert 


Tho Shoes Listed above 
are Fully Illustrated and 
Described in Our Cata- 
log. Don’t Be Without 
Our Catalog--It’s Yours 
for the Asking. 
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The above style is respectfully 
submitted for your considera- 
tion. We recommend that you 








play the middle and both ends 
oY F F —$4— $5—$6—$7. Let our ye Y F 








. Salesmen show you. 











THE DALTON COMPANY, Ine. 


Makers of Honest Value Shoes to Retail from $4.00 to $7.00 
BROCKTON, MASS. 


Boston Office New York Office Chicago Office 
183 Essex Street, Room 405 651 Marbridge Building 1415 Great Northern Building 








Sie Deg ee ee 


Se 
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B327A 

Women’s ™. on White Delhi — Women’s Perfection Welt, McKay 
Calf, Touraine Last, Whole Fox, Lace, Women’s Black Glazed Kid Welt Best, Dull Calf, Lyric Last, Mat Kid 
8-inch Height, Imitation Wing Tip, Boot, Kid Quarter and Vamp, 8-inch woh Hed Fox, Button, Tip, 
Perforated Vamp and Lace Stay, Height, Madison Last, Black Satin Bach He 214 to 7; C, 2% to 
Re ular aueather Sole, Close Edge que eae, Se Edge ne ioe 

ed Heal, oe, inc ather Louis Heel. 
AA 3 4to 7; Covered Ha g Yt, C. AA, 4 to 7; A, 3% to7; B, C and D, $3. 15 
2% to 7; D, 244 to7 244 oT. 

$4.50 $4.00 





There is no doubt that our quick service on these styles will help you to get some nice 
extra business and a more frequent turn over. We have other styles in stock also. Ask 


us to send you a catalogue. 











Don’t Overlook Quality--Your Customers Don’t 


The day of quality in shoes is not past, as some would lead us to think. Quality in all 
kinds of merchandise is being emphasized and held up before the buying public more 
today than ever before as the one great inducement. And this applies to shoes along 
with the rest. Buying style without quality is a dangerous practice—it involves a very 
important fundamental of successful merchandising. 


U. & D. Shoes place in your hands styles of the moment, and they “go the limit” in 
quality. If you will just give this your personal investigation, you will find this state- 
ment not mere words, but vital truth. You cannot go wrong on U. & D. style, and 
you cannot overlook quality, for every shoe in the line is a quality shoe. 


Our salesman has the line and can show you its superiority in style and quality. May 
he call? 





UTZ & DUNN CO., Rochester, N. Y. 











Los Angeles Office New York Office Denver Office 
319 Story Bldg. 200 Fifth Ave. 218 Charles Building 
Los Angeles, Cal. Fifth Ave. Bldg., Room 405 Denver, Colo. 

S. A. McOmber, Rep. Rice & Tiger, Reps. 


C. G. McAtee, Rep. 


cee 1 J TTT TIT iTitidt 7 
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JDMESON BRIS IN 















































IN STOCK 


Stock No. 8-508 Stock No. 8-524 


(Unbranded) (Unbranded) 
Gun Metal Bal, Mat Top, Gal. 4 Russ. Bal (Mahog- 
Ritz Last, Single Sole, 8-8 any Shade), Ritz Last, 
Brd. Heel. A Wide, Sizes Single Sole, 8-8 Brd. Heel. 
7 to 10; B Wide, Sizes 6 to A Wide, Sizes 7 to 10; B 
10; C and D Wide, Sizes 5 Wide, Sizes 6 to 10; C and 
to 10. D Wide, Sizes 5 to 10. 


Price $3.50 Price $4.25 









17 LINES CARRIED IN STOCK 17 
——REQUEST CATALOG— 








wt 





‘ HOMPSON” Salesmen are on their respective territories with 
complete Spring and Summer, 1917, sample lines. A word from 
you at this time will insure a call and an opportunity of getting 

full data first hand. There are features of this season’s proposition 

you cannot afford to miss. 


HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS ae 


oe Ga sae 
NEW. YORK BOSTON CHICAGO 
401A Flatiron Building 60 South St., Rooms 63-64 35 South Dearborn St., Room 406 


Address all Communications to Brockton (Campello) Mass. 
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One of the world’s real wonders is the great cantilever bridge over the 
Firth of Forth, Scotland, the greatest of its type in the world. Its total length 
is 5,330 feet—over a mile—and its approaches are almost as long again. This 
huge monument of man’s ingenuity and patience spans the River Forth at 
Queensferry. the only narrows in a stretch of fifty miles. The island of Inch- 
garvie forms the foundation of the center pier, from which two 1710-foot spans 
extend in either direction. There is a clear headway of 157 feet beneath these 
spans. Exclusive of the approach causeways, 38,000 tons of steel were used in 
the construction. The Forth Bridge was begun soon after New Year’s, 1883, 
and was completed just before Christmas, 1889. It stands as one of the world’s 
greatest achievements, and it is unsurpassed after all these years. So those two 
winners among patent leather are achievements in their line, and stand supreme 
today as they did when they were first given to the world. You can depend on 


the two real winners. 


Sterliiq Colt Sterlitiq Kid 


Bristol Patent Leather Company 435 South St. Boston, Mass. 
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STYLE 
FOUR 
EIGHTY 




















Vamp: Dull Kid. 
Top: 8} in. Schmidt’s Cream Chiffon Calf. 
Buttons: 16 Pearl Rivet. 


a, ¢ _ Heel: ese covered Louis with aluminum 
ate 
Sole: rare, Square edge, Bevel shank 


DO YOU SELL TURN SHOES? 


E WANT YOU TO KNOW HOW FASHIONABLE SHERMAN SHOES 

ARE. COMPLETE NEWLINE OF STYLISH TURNS READY, WITH 

LOTS OF PEPIN THEM TO MAKE THEM MOVE FAST. SEND 
FOR TRIAL CASE ORDER OF THE LIVE NUMBER ILLUSTRATED— 
A HIGH STYLE BUTTON BOOT—LINING WITHOUT WRINKLES—SMART, 
SLENDER EFFECT THAT WILL PROVE A HOT SELLER. STYLE MER- 
CHANDISE AND SERVICE AND ALWAYS THAT SOMETHING NEW. 


SHERMAN SHOE COMPANY 
ROGER SHERMAN, JR., President 
HAVERHILL, MASS. 
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** Konqueror ’’ Shoes are great sellers. Dealers always 


make money on this line. Wide choice of styles. Deliveries 
whenever wanted from stock. 


Stock No. 737—Royal 
Last, Gun Metal Box Kid 
Top, Bal, Single Sole, 1- 
inch Heel. Widths A to D. 
Sizes 5 to 11. .Price $4.25 


Stock No. 738—Royal 
Last, Medium Color Calf, 
Bal, Single Sole, 1-inch 
és Heel. Widths AtoD. Sizes 
4 < } ee Price $4.00 





Stock No. 750—Made of 
Dark Cordo Calf, Single 
¥ Sole, l-inch Heel. Widths 
a Ato D. Sizes 5 to 11. 
Price $4.25 


NUMBER 737—738—-750 
(Keep a ‘*‘Konqueror”’ catalogue handy) 


THE PRESTON B. KEITH SHOE CO. 


NEW YORK OFFICE, Makers of Keith’s Konqueror Shoes for Men BOSTON OFFICE, 
Graham Building, 207 Essex St., 
acne - BROCKTON (Campello Station) MASS. ease 
POTTED d 
PITTI 





It is easy to place your orders but it is 
sometimes difficult to get them delivered. 


We deliver the goods 





“QUALITY MAINTAINED” 


C. S. MARSHALL COMPANY 
- BROCKTON, MASS. 


PAALAAALUADAUSROROORORAOSPORORROSODRRORRDRRRDRRORDOQSQOCRRREROERERRE J i CUQEEREDOSEGRRORGGOERORES janet 


PITTI ECL 
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When Quality Counts Most 


In making a sale there’s no shoe so certain 
of success as The Packard Line for Men 


You may buy them branded or unbranded 


In Stock ready for immediate delivery 


Stock No. 557 
Gun Metal Calf Bal 


A Wide Sizes 7 to 10 
B Wide ~ Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last $4.25 


Stock No. 610 
Black Kid Bal 
(Glazed Kangaroo Tip) 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 6 to 10 


Student Last $4.00 


Stock No. 600 
No. 26—Mahogany Russia 
Calf Bal 
A" Wide Sizes 7 to 10 


B]Wide Sizes 6 to 10 
Cand D Wide Sizes 5 to 10 


Biltmore Last $4.50 


Stock No. 607 
He, 30-—-Tisiegory Russia 


(Red Neolin Sole, O'Sullivan 
Rubber Heel) 
A Wide Sizes 7 to 10 
B Wide F Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Stag Last $4.50 


Stock No. 555 
No. 14—Russia Calf Bal 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last $4.25 


Stock No. 602 


No. 16—Coffee Brown Russia 
Calf Bal 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last $4.50 


Stock No. 605 
Gun Metal Calf Bal 
(London Smoke Buck Top) 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last, $4.75 


Stock No. 606 
No. oa Russia 


(Match Buck Top) 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last $5.00 


Stock No. 611 
Glazed Kangaroo Blucher 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 6 to 10 


Clyde Last $4.00 


The Packard line of shoes for men is the best 





M. A. Packard Co. 


Brockton, Mass. 


Makers 


to buy to retail at 


$4.50 to $7.00 


FOR MEN 


Our salesmen are now in their territories I 
showing the Packard Line. 
if you want to look it over. 


Write us at once 


Boston Salesroom 
60 South St. 


New York Salesroom 
127 Duane St. 


Chicago Salesroom 
392 Lees Bldg., S. 5th Ave. 


SSHVUGUOUUHGLIOOOULAQANNOOOUGNOOUO0UQQOOO0OEGSQOOOOOOOGEGOOGRLGAAROOOOETUAOORAUAEREEOOEUCEGO OGD UEGAGAE AGUAS GS 
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PLAY SHOES and SCHOOL SHOES 
FOR CHILDREN 


All Double Sole, Double Goodyear Stitched, with Welt—No 
Nails, No Tacks, ba Flexible, Best of Sole Leather 


BA BLUCHERS 
$10—Ten L = Cf. 5510—Tan Lotus Cf. 
5411—Gun Metal 5511—Gun Metal 

daa, 5} 4 = o $1.40 

11% to 2, $1.60 
5414—Black Vici $514—Black Vici 

5 to 8, *. 10; “4 oD $1.25 


11\% to 2 
$610—Tan Lotus Calf 


5611—Gun Lym E. J. RAMSEY & co. 


wea esi 20. 8 I PS to 11, $1.40 11 1-2 to 2, $1.60 407-413 East 91st Street 
NEW YORK 


a th Vici 
TTTTT LT 
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SCHOOL SHOES : 
BUTTON PLAY SHOE 





671—Gun Metal 
675—Tan Lotus Calf 


5 to 8, $1.05 8 1-2 to 11, $1.20 11 1-2 to 2, $1.35 


$1.10 8 1-2 to 11, $1.25 11 1-2 to 2, $1.40 
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WILLIAMS SHOES 


(UNION MADE) 
**FOR HARD WORK and ROUGH WEAR” 


Men’s, Boys’, Youths’ and Little Men’s work 
shoes and outing shoes, nail fastened; also 
heavy and semi-dress Goodyear Welts. Com- 
fortable and attractive lasts attract customers’ 
attention; QUALITY holds it. 


100,000 Pairs 
“In Stock’’ 


assures you of the best of 
service. 

Mail orders can be 
shipped same day as 
received. 


ANOTHER 
BURDETT SAFE-TREAD 
SHOE 
FOR LITTLE FOLKS 














SEND FOR 
White Quarter Snow Buck, Button Set and Spring Heel. PRICE 
Widths C, D, E—TURNS—Sizes 1 to 5, 4to8. 
LIST 
REPRESENTED BY No. 830 and 
Black Elk Blucher, as . 
C. H. DANIELS M. E. SMALL Unlined—1-2 D. 8: se STOCK 
Lees Building, Chicago 127 Duane St., New York —Goodyear Welt. SHEET 

cxmessenpunentnietiies commen , 
BOSTON OFFICE FACTORY Made by 

207 ESSEX ST. LYNN, MASS. 


Arthur A. Williams Shoe Co. 
Holliston, Mass., U.S. A. 


BURDETT SHOE CO. 


Send For New Catalog 


PUI 


SULRGRGaaEs 


SOUCEGRRCGGRRGREGRRRGRREREEE 
" 


CUCCURRGURCOURRCRRRCCRRGGRRRREr. 


Catching Your Eye 


Is OUR duty 


Heeding Our Message 


is YOURS 
Our Duty is to Help You 
with HOME MANUFACTURE service 


The cost is nominal 
send your problem along 
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Buyers’ Easy Reference Directory 





THERE IS A PERFECTION ABOUT 


THAT DISTINGUISHES THEM ABOVE ALL OTHERS 
AND BRANDS THEM AS 


AMERICA’S LEADING SHOE LACE 
Ask your Jobber or write us 


UNITED LACE and BRAID MEG. co. 


The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCom pany 


East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 











McKays and Welts 


For the Up-to-Date Woman 


Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 











SEND YOUR UNSALABLE 
COLORED CLOTH TOPS 
--TO US 


We will make them a fast black that will 
not fade, and we will not soil your linings 


LEATHER SHOES DYED ALSO 
Prices according to quantity Sample dyed free 


NEW YORK SHOE DYEING CO. 
149 DUANE STREET NEW YORK, N. Y. 








COULTAS 


THE STYLE MAN IN SHO® ORNAVENTS 





Large Buckles wi Small ornaments 

for the new || dainty, attractive 

Colonials and reasonable 
Service to your satisfaction. 


D. W. Coultas & Co. Providence, R. I. 








TT matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
King 


means quick and easy salesfor you 
Two Popular Styles, Pad and Cord 





GEORGE FROST CO., Makers, BOSTON 
C.E, Conover Co., Selling Agents, New York, Chicago, Baltimore, St. Louis 














We stand ready to ship any order in any quantity 
from Shoe Buttons to 
Shoe Repair Machinery. 
Headquarters for Find- 
ings and Shoe Store Sup- 
plies. 
Look for Our 


New ion 


INTERNATIONAL 
SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORK, N. Y. 














KING KIELY 


THE WHITE (BUCK) MAN OF THE 
EAST 
A Factory with a Snow 
White Atmosphere 


INFANTS’, CHILDREN’S 
MISSES’ and GROWING GIRLS’ 


McKays and Welts 
SHOES THAT FIT--SHOES THAT 
SELL 


KING KIELY THE MAKER 


T. J. KIELY & CO. 
LYNN, MASS. 





THIS IS KIELY 
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White Buck Shoes tor ‘rts 





Stock 2013—Women’s White Buck 
Polish, White Neolin Sole, 11-8 
White Enamel Heel, 73 Last, G. W. 
8-inch Top, Saddle Strap. 





Embroidered Satin Mule In Stock 


No. B450—A mule that has all the fine qualities 
of workmanship and style that goesin making of 
any shoe. A strictly bench-made, embroidered, 
satin mule, with a graceful toe last and low Louis 
heel, hand-turned leather sole. In stock, colors 
black, pink, light blue, lavender. Sizes 2% to 7. 
eg Pr ee ee ee $3.00 


Catalogue on Request. Samples Sent Prepaid 


5°-S TOWNE IMPORTING CO- 
FOOTWEAR ORIGITAL” DOMESTIC 


36 EAST 22"ST.. WEW YORK 











Let us give you some in- 
formation about the shoes 
we have in stock ready 
for “at once” delivery 


A. H. Berry Shoe Co. 


Portland, Maine 


Style 533—M 


Wool Fleece Barefoot Slipper 
ELK SOLE ROLL TOPS 
BROWN RIBBON BOW ORNAMENT 


Men’s Sizes........ 

Women’s Sizes...........3 to8 
Misses’ Sizes ll to2 
Child’s Sizes 


Just what your trade needs for cold Winter nights, to 
slip on in a hurry. Solid comfort for College Students 
when “burning the midnight electric’ and your room is 
cold and frosty. 

Stock up at once by sending us your order now. 


The Wiley-Bickford-Sweet Co. 


Factories at x 
HARTFORD, CONN. se WORCESTER, MASS. 


.S. A. 
Address either factory 
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Women’s Comfort Shoes 





OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


efron $65 Byov 


LYNN, MASS.0 9.4 












THOGOHOUOOUOGUOEOOOUOUNOOEOOHOUEOOUS 


SBaEegeaa 

- a" 6 ERE E EE EE EE Beas 8 
gs” Decorative Papers for Window Display g” 
"s And General Display Work “ 
= A large and varied assortment. New Creations. 
ae “SILKO”’ Looks like Silk = 
a” “VELOUR”’ Exact Imitation a” 
a Novelty Borders, Pedestals, Screens, Etc. an 

B Our Fall line of Artificial Flowers is ready for inspection. ® 
. Must be seen to be appreciaied. ‘ 
‘, Sample Books Sent Upon Request Address Dept. “‘B’’ 
¢, DOTY & SCRIMGEOUR SALES CO., INC., ‘, 
@ 74 Duane Street New York City 
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ATreat to the Feet 


MACKS FOOT LIFE 


TIRED, ACHING, 
ey FEET. 


was bader for or THIRTY YEARS 
_ASend fer @ copy of 


“THE SHOE THAT NEVER HAD A CHANCE” 


MACK'S MEDICAL 
333 Jromont Basin Mos 
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AUCTIONEERS and 
COMMISSION MERCHANTS 


SHOES and RUBBERS 
HENRY LILLY CO. 
88-90 READE ST., NEW YORK, N. Y. 


AUCTION SALES 
EVERY WEDNESDAY and FRIDAY 





im 








uu 





HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


Let 








We carry a complete stock on the floor. 
us send you samples. 


We also make a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 





af 


Strootman Cushions Sell Themselves 


That is what dealers all over the country tell 
us, and here are several reasons why. 


Strootman eines conform to the feet and 
make walking a pleasure. 


After gently raising the arch, they hold to- 
gether rting arch and ankle bones and 
Soteathe s relieve pains in the heel and arch. 
With Strootman Cushions rubbing of the 
skin and irregular movements of the foot 
bones are prevented. 


Will you be our representative in your town? 
Don’t delay—Write today. 


John Strootman, Buffalo, N.Y. 
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Boys’ Gun Metal Welt 
= Made with Rubber 







Krome 
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as a fine shoe can be made. 


$2.50 


= It is to the retailer's 
advantage to see 
our various lines in 
: whichRubberKrome 
sole stock, made by 
J.W.and A. P. How- 
ard & Co., is used. 


PowelleCampbell. 


OE CO. 100 - 102 
Reade St. 
New York 

Government Regulation Leather Puttee 


122-124 Duane St. 
NEW YORK CITY 











In Stock 


Tan only 





Meets all government requirements 
and specifications $36.00 Per Doz. 

















Bal Tabarin 


dress occasions. 


Tan Kid Lace 


(Scherer’s No, 7) 


No. B570—8-inch Tan Kid, lace, 
2-inch Leather half Louis heel, 


194 last. 
.4% to7 
4 to7 
eo OF 
..24to7 
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Two Popular Styles 
In Stock 


Replenish your. stock with 
these two attractive boots, 
which are unusually good val- 
ues. Good merchandise is 
getting scarcer every day— 
you cannot lose on these if 
bought at today’s prices. 


Terms 30 days net 


CP Forg & Co, 


ROCHESTER,N.Y. 





Noy. 11, 1916 





No. B5S71—8-inch White Velvet 
Calf, lace, ivory sole and 2-inch 
ivory half Louis heel, 189 last. 


B 
eer 


$4.00 








No. 
FRENCH MAT KID 


MEN’S SOCIETY OXFORDS 


Made by a special hand-turned process. 
Order now for Thanksgiving festivities. 


No. goo Patent Bal Tabarin 
In Stock No. got French Mat Bal Tabarin 
A to D, 5 to 1, $3.95 net 


HAZEN B. GOODRICH & CO. 


HAVERHILL 






Ideal for dance and 


MASS. 


Fa 


Night view of the famous Bal Tabarin cafe, Peris 
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5 GOLD AND SILVER SLIPPERS 2 
¢ uire GOLD and SILVER MET- & 
3 "ALLIC RIBBON for lacesand bows. & 
3 Patiern No. 8897 4 
3 Widths—14 and % in. 2 
3 10 yard pieces é 
3 FOR EVENING SLIPPERS, OPERA, © 
2 BALLET TIES AND GYM. SHOES © 
3 use ‘‘Chandler’s Perfection S 
8 Double-Face Satin Ribbon” g 
8 € 
3 Pattern No. 750 S 
& Widths—\ and % in. 8 
7 10 and 50 yard pieces & 
3 Colors—Black, White, Silver, Gold, © 
3 and Evening Shades & 
e C. A. BROWNING COMPANY © 
2 30 FRANKLIN ST. - - BOSTON ¢ 
MGM AGG LARAAATR AARAATA GA GUANA GAARA ARAN RAAT HE 


ELLERS-EVERS-CO-INC 
JUST ARRIVED . 


‘Two Beautiful Women’s Shoes 


7560—Women’s Tobasco Brown Kid Vamp, Brown Ooze E 
Calf Top, 9-inch Lace, Plain Toe. Widths AtoD..... $5.50 L 


7564—Women’s Tobasco Brown Kid Vamp, Field Mouse 
Brown Kid Top, 9-inch Lace, Imitation Perforated Tip. 
pe NA PE Te en oe $5.50 


Goodyear Welts Leather Louis Heels 
IN STOCK 


08 READE ST-NEW YOR 


M-4rm<o 





7 Remade in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 

















The Dr. A. Reed 
CUSHION SHOE FOR WOMEN 
Every retailer knows that] the 
more ‘‘steady customers’? he can 
secure the more solid his business 
will become. There is no shoe 
today that is as well known and 


profitable as the Dr. Reed Cushion 
Sole Shoe. 


ONE AGENCY IN EACH LOCALITY 


John Ebberts Shoe Co. 
Buffalo, N. Y. 








f B-182 Glazed 
1] Kid Lace Boot 
5 Goodyear Welt 
No. 49 Last, Widths A to EE, 
| | Sizes 2) to 3. In stock 
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FOR IMMEDIATE DELIVERY 


SATIN SLIPPERS 


FOR EVENING WEAR 


Made of good serviceable satin, in operas, with 
and without rosettes. In Cuban or 1-2 Louis 
heels to match. Black, white, pink, blue. 


$1.25 to $1.60 per pair 
Terms 3% Ten Days: 30 Days Net 


ORIENTAL SHOE & SLIPPER CO. 
116 Duane Street, New York, N. Y. 











DI ——————= =F 


COLUMBIA 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction es 


‘COLUMBIA: COUNTER:CO- 


349 CONGRESS ST. BOSTON, MASS. 






















SHOE FITTING 
STOOLS 


Write for 
Catalog and 
Prices 


THE CHICAGO WIRE CHAIR CO. 


621 N. La SALLE STREET CHICAGO 


Original In Use 
Over Sixteen Years 


IMPROVED VENTILATING CORSET 


ANKLE SUPPORTS aro} 
SELL NOW 


NATHAN ANKLE SUPPORTS 
WILL STRENGTHEN ANKLES 
Cures Sprained Ankles —For Children 
Learning to Walk—FOR SKATING 


Order by Name from 
your Jobber or Direct 


A stock is also carried 
at our Western Ageny, 
John Lawrie & Sons 
206 S. Market St. 
Chicago, II. 


Nathan Anklet Support Co. 


81-90 Reade St.. New York City .- 
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“The Pump That's A Perfect Fit” : 


Made by the Pioneer Pump Makers and Offered 
the Trade at the Right Price 


Deliveries from Stock 





CORRECT IN STYLE 


SUBSTANTIAL IN 


SELECTED UPPER 
STOCK 


























CONSTRUCTION SERVICEABLE SOLE 
— LEATHER 
PLEASING IN — 
APPEARANCE BEST TRIMMINGS 
STOCK NO. 1 STOCK NO.¥4 
Gun Metal Pump, with Ribbon Bow. Sizes Patent Colt Pump, with Ribbon Bow. Sizes 
5 toll. Widths B, C and D. Price, $3.50 5 to 1l. Widths B, C and D. Price, $3.50 
STOCK NO. 3 STOCK NO. 5 
Gun Metal Pump, with Leather Bow. Sizes Patent Colt Pump, with Leather Bow. Sizes 
5 to ll. Widths B, C and D. Price, $3.60 5 to ll. Widths B, C and D. Price, $3.60 


Terms, 2 off 10 days. Net 30. We make added 
charge of 10 cents on single pairs from stock. 
Prices subject to change without notice. 


| Whitman & Keith Compan 
igen Brockton, Mass. si’ Gaulery Shoe 


Campello Station 


REX REE ORE HOOK POKER N HO OHOOKO HOR KOREN SRM KKK OK L S ay Sn  aen 


Deore KoXKaKKotiotatotatatar tatotatatatatetatete % Pokatotahetatutotatatate Rokeketororoutoratotat okekkokekakadarakakutotakarkutar Matatakakar Rokokokakokmekekakekar Rekake nena 
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Niceties that make for per- 
fection are not overlooked in 
making this shoe. It’s a 
beauty and—a fitter—-as has 
been proved. 


CHESLEY e2 RUGG 


Men’s and Women’s Turn Slippers 


New Yo Of: HAVERHILL, MASS. —.. 


W. B. Wynns 
Marbridge Bldg., 34th and Broadway 
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In Stock 


CHARLES A. EATON Co. 





The State Street 
IN STOCK 
BORE HANDSOME SHOE with “That Cus- 


\) 


Mh tom Look” that has been one of our 


|) largest sellers. 

This much-desired style is in stock for 
at-once delivery. It is a Crawford Shoe, 
on our State St. last—a_ perfect- 
fitting English model. 


This in Gun Metal, is No. 4530. 
Carried sizes, 5 to 11. Widths, 2- 
3-4. Price, $3.85. 

Let us send you the new Eaton 


Shoe Horn, showing the new Cherry 
and Mahogany styles in stock. 





































Brockton, Mass. 
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White Canvas Hart Pump 
15-8 Half Louis French Covered Heel, 16 Last 


WINGATE SHOE CORPORATION 


HAVERHILL, MASS. 


BOSTON OFFICE, ROOM 303, 183 ESSEX STREET 
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Black Suede 
Vamp 
Gray Nubuck 
Top 











No. 931—8$5.00 
No. 932—85.00—Same as above in Tan 
with Brown Nubuck Top 
A Gray Bros. Masterpiece 


Blumenthal’s 
Gray Kid 
Covered Heel 


No. 920—$4.75 
No. 934—$4.75—As above with Leather 
Heel 





Washable 
White Kid 
Covered Heel 


‘o. 1805—$4.2 
No. 927—$5. So As som in a Gray 








Bros. High Grade Welt 


\ 





Immediate 


Delivery 


These represent only a few 
of the new attractive models 
carried 


IN STOCK 


All styles shown herewith 
carried in A, B, C, D widths. 
Sizes 2 1-2 to 7 unless marked 
otherwise. 


Send for Catalogue and November 
Supplement showing our 
complete line 


The 
Westcott -Whitmore 
Company 


Syracuse, 


N. Y. 


Specialists 
In Stylish Footwear for Women 


Tan Calf 
in the 
New 12-8 Heel 







Battleship 
Gray Kid 


Cc, 
Sizes, 2% to7 


o. 2142—$3.85 
above in Gray 


No. 2143—95.85-— As 
Nub 




















ubuck 


Washable 
White Kid 
Top 
Black Kid 
Vamp 


No. 1806—$4.25 
No. 929—$5.00—As above in a Gray 
Bros. High Grade Welt 
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And still 
the demand. 








| ease tell us that in spite of in- 


‘ereasing prices the consumer demand 
for Educator Shoes increases. _ 


One of the natural trade features enjoyed by a 
nationally advertised shoe is that having se- 
cured the confidence of consumers it maintains 
its prestige in spite of market conditions. _ 


And so it is with Educator Shoes—our shipments were 
never greater than at present—-retailers are keeping their 
stock of them up—new accounts, representing the best class 


of retailers, are being sold. 


Is this significant to you who may not be an Educator retailer) 


Get in touch with one of our nine wholesale houses. 





RICE & HUTCHINS HOUSES 


The Rice & Hutchins Chicago Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins New York Co. The Rice & Hutchins Cleveland Co. 

The Rice & Hutchins St. LouisShoeCo. The Rice & Hutchins Cincinnati Co. 

The Atlas Shoe Co., Boston, Mass. The Rice & Hutchins Atlanta Co. 
Joseph I. Meany & Co., Inc., Philadelphia 





Distributing 
System 


Rice & Hutchins, Inc. 
20 High Street, Boston, U. S. A. 
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